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“Th our expertence after the last 
war is any criterion, we face 
a future crume wave of major 


p -. tons. | 
-HARVEY S. FIRESTONE, JR 


Prudent bankers, remembering the conditions that 
prevailed after World War I, are taking advantage of 
recent nite reductions on Bankers Blanket Bonds, to 
purchase broader forms and increased coverage. 

They also are safeguarding themselves against pos- 
sible future rate increases, and at the same time Saving 
themselves a half-year premium, by having their bonds 
written for three-year terms, instead of on an annual 


basis. 
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SKILL TO DO... 


Comes of Doing 
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N OFFERING a program of assistance and 
cooperation to correspondent banks, the 
Philadelphia National believes its broad ex- 
perience in participation with other banks in 

loans to local enterprises particularly valuable at present. 


Since “skill to do comes of doing” our experience, 
covering many industries, enables us to offer practical 
cooperation with correspondent banks, not only with 
local loans, but particularly in the Participation in con- 
tract termination and reconversion Joans. These services 
are supplemented by our ability to obtain credit infor- 
mation of unusual accuracy and timeliness. 


We will be pleased to explain just how our experience and 


ability to work with correspondent banks can be of def- 
inite value to your institution. Your inquiries are invited. 


THE PHILADELPHIA 
NATIONAL BANK 


PHILADELPHIA 1, PA. * ORGANIZED 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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CHECKERDALE IS MORE THAN A ONE-STOP 
FARM SUPPLY HEADQUARTERS... 


It’s Your Farm Service Center 


As a one-stop farm supply head- 
quarters, a Checkerdale store is a 
distinct business asset to you and 
your community. 

As a farm service center, carrying 
to your farmers the feeding and man- 
agement developments of the great 
Purina research organization, it is 
a business and civic necessity. 

Many bankers have been instru- 
mental in the establishment of Check- 
erdale centers in their communities 
... getting the right man interested, 
pointing out the right location, financ- 


ing, advising on business details. 

First, of course, you will want to 
know all about the Checkerdale pro- 
gram yourself. There are two ways of 
doing this. For one, the Purina field 
man in your territory will gladly show 
it to you. Better yet, we cordially 
invite you to come to St. Louis the 
next time he brings in a group of men. 
Just let our field man know you’d 
like to come. If you don’t know his 
name, write BANKERS’ SERVICE 
DIVISION, PURINA MILLS, 
St. Louis 2, Mo. 


YOU'LL SEE THE GREAT PURINA RESEARCH FARM 


When you come fo St. Louis, you'll spend one day at 
the Purina plant and office, and one day at the great, 
544-acre Research Farm, which has a livestock and 
poultry population of about 15,000 and from which 
have come scores of feeding and management dis- 
coveries that have helped all American agriculture. 
In a normal year, upwards of 12,000 visitors from 
all over the world come to the Purina Research Farm. 
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“You'll be smart, Jim, to 
finance your new car 
through your bank” 


Tue Bank and Agent Auto Plan is fast catching 
on. It was bound to. The public has begun to 
appreciate that this modern, simple plan for fi- 
nancing and insuring an automobile saves them 
money on financing and assures them of complete 
insurance protection and service through their 
own insurance agent. In addition, more and 
more banks are starting to use the Plan. They 
know that the Plan has worked successfully for 
many other banks; that it can also be made to 
work for them. They realize that the Plan will 
help them obtain an increased volume of desirable 
loans. Also, that these Joan customers will be 
excellent prospects for the many other services 
of the bank. Yes, with tens of thousands of in- 
surance agents and brokers anxious to become un- 
salaried salesmen for their local banks, the Bank 
and Agent Auto Plan offers banks an unprecedented 
opportunity. Is your bank using this Plan? 


| /ETNA CASUALTY AND SURETY COMPANY 


Affiliated with Etna Life Insurance Company 
Automobile Insurance Company — Standard Fire Insurance Company 


HARTFORD + CONNECTICUT 
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ure not over! 


VICTORY 
LOAN’ 


There's plenty of action ahead for 
fast-thinking industrial leaders in 
putting over the new Victory Loan! 
Your Victory drive is important be- 
cause: 


EVERY VICTORY BOND HELPS TO 
Bring our boys back to the 
America for which they were 
willing to give their lives! 
Provide the finest of medical 
care for our wounded heroes! 


BOOST THE NEW F.D. ROOSEVELT 
MEMORIAL $200 BOND! 
Urge all your employees to buy 
this new Franklin Delano Roosevelt 
Memorial $200 Bond through your 
Payroll Savings Plan! At all times 
better than ready cash, Victory 
Bonds are industry's ‘‘Thanks’’ to 

our returning heroes! 


START YOUR VICTORY DRIVE 
TODAY! 

Every Victory Bond aids in assur- 

ing peacetime prosperity for ou: 

veterans, our nation, your employ- 

ees—and your own industry! 


The Treasury Department acknowledges with appreciation the publication of this message by 
BANKERS. MONTHLY 


4 This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and War Advertising Council + 
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Every queue your “CUE” to 
Extra Profits 


1945 will long be remembered as the year 
when millions of people stood in line— 
when the shortage of time was as acute as 
the shortage of commodities. 

Never in the history of America has 
there been such a vast potential market for 
a time-saving, low-cost checking account. 
Never have the reasons for paying bills by 
check been so many and so obvious. 

The introduction of “No-Minimum- 
Balance Checking Accounts” can increase 
your present earnings and establish valu- 
able contacts for other bank services— 
consumer credit, for instance—now and in 


the post-war days ahead. 

The Todd Company has developed No- 
Minimum-Balance Checking Account Ser- 
vices that are bank-tested and custom-tailored 
to your bank’s individual needs. We will 
help you install a profitable plan that has 
proved its workability in localities like 
yours. And we supply promotional ideas to 
help you build volume and increase profits. 

Send for the free booklet “No-Mini- 
mum-Balance Checking Accounts” which 
presents in condensed form results of our 
research in the field. It will help you 
explore new profit possibilities. 


THE TODD COMPANY, INC., ROCHESTER 3, N.Y. 


Please send me your booklet on No-Minimum-Balance Accounts, 
with suggestions for analyzing our own situation. Without cost 
or obligation, of course. 
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SALES OFFICES IN PRINCIPAL CITIES 
DISTRIBUTORS THROUGHOUT THE WORLD 
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Onder Your Final 
1945 BANK DIRECTORY... 


Latest bank information, all U. S. De- 
pendencies 


Pages in the Front 
Part of the Blue 
Book Containing 
Miscellaneous Fi- 
nancial Informa- 
tion, Government 
Agencies, Federal 


Reserve Districts 
and Banks, Numeri- |: Investment Bankers Association mem- 


cal List of Banks, ete 
with Check Routing 
Symbols, and Con- 
solidated Capitula- 
tion of Bank State- 


a. ~ | Pa 
ments. ; : ig } ss Most accessible banking point to over 
‘ | 7 75,000 non-bank towns 


} , eS 5-year list of discontinued bank titles 


Directors of all banks, listed geograph- 
ically 


Latest information, all Canadian banks 


Latest available statements and per- 
sonnel, all foreign banks (with latest 
map of each country) 


U. S. banking and commercial laws 


2630 pages of vital banking statistics, June 30th and later 
statements, completely revised officers and directors, list of every bank 
in the U. S. and Canada, Mexico and South America. 


Necessary for Profitable Operation 


RAND MSNALLY & COMPANY IS OFFICIAL NUMBERING AGENT FOR THE AMERICAN BANKERS ASSOCIATION 


Bank Publications Div., Rand MSNally & Co. 


536 S. Clark St., Chicago 5, Illinois We Lthia Coupon 
Send us .................... Copies of the Final 1945 Edition of the BLUE BOOK, at a cost of 


to make sure your 
$20 per copy. 


copy is printed be- 
fore the presses stop. 
BANK................. 
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YOUR CUSTOMERS RESPECT... 


When your customer has a check which carries the watermark, Hammermill 
Safety, he has in his hand a name he knows. For more than 30 years he 
has seen it advertised in the national magazines he reads. 

Literally billions of pounds of Hammermill papers have flowed 
across the business desks of America. The name has earned its good 
standing with the public. 

The Hammermill watermark is a plus value in checks that only 
Hammermill Safety can give you. It is an unobtrusive reminder that 
even in the matter of choosing paper, sound business judgment guides 
your bank management. That, we think, is good public relations. 


We'd like you to know this fine check paper better, and we'll be glad to send you without 
obligation a Hammermill Safety sample book. No salesman will call. Just send a note on your 
bank letterhead to Hammermill Paper Company, 1505 East Lake Road, Erie, Pennsylvania. 
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72 pomerican Business Sends Peacetime Goods Abbroad 


American business faces the greatest potential foreign demand in history for post- 
war reconstruction materials. To take advantage of this opportunity, intelligent 


planning now is necessary. 


WHAT WILL BE MOST NEEDED? 
WHAT ARE THE CREDIT RISKS INVOLVED? 


Only information gathered from authoritative sources can provide dependable 


answers. Through its branches and correspondents abroad, The Chase is in a posi- 


tion to supply just such information. These facilities which are always at the disposal of 


our domestic correspondent banks provide a valuable service for their own customers. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


BANKERS 
MONTHLY 


EDITORIAL AND 
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7% Of Return Items Are Protested 
—And Nobody Is Benefited 


If nobody benefits from the protesting of checks (except the 
notary), why should the law place the obligation on banks to force 
a notary’s fee on bank customers who do not benefit from the pro- 
test and so, do not want it? Many bankers say the law should be 
changed to release the banks from this unpleasant task and require 
the holder of an instrument to ask for a protest if he wants it. 


EVERAL studies have been made 

of protested checks to deter- 
mine the amount of work experi- 
enced by various banks in following 
the law which is a hangover of a 
method to correct an European 
situation back in 1685. 

Bankers Monthly wrote to The 
Bank of England to find out how 
protest started and why it was 
needed. We received the following 
letter from the Chief Cashier which 
makes us wonder why this process, 
no longer practical in America, has 
been retained in our Negotiable 
Instruments Act: 


Why Protest Was Started 


“In your letter, you asked me if 
I could supply you with informa- 
tion concerning the historical back- 
ground of the practice of protesting 
dishonoured Bills of Exchange. 

“From available works of refer- 
ence, it seems that the practice 
spread to England from the conti- 
nent of Europe where it was used 


Several bankers here give their reasons 
for this belief. 


by the Ghibelenes (a political fac- 
tion) in the thirteenth century after 
they had been driven out of North- 
ern Italy and had settled in Am- 
sterdam. The first record of the 
practice in England that I have 
been able to find is in a lawsuit that 
came before the Courts in the year 
1685 and its first mention in the 
Statute Book was in an Act passed 
in the reign of William III from 
which I enclose an extract. 

“A treatise on Bills of Exchange 
written in the year 1838 and refer- 
ring to this Act says: ‘In respect of 
foreign bills, this Act is invariably 
observed but inland bills are gen- 
erally returned when desired with 
a protest simply noted in the reg- 
ister of the Notary.’ The same book 
indicates that foreign drawn bills 
were protested also for non-accept- 
ance but that inland bills were usu- 


ally merely noted—and not always 
that. 


“These customs remain unaltered 
and are embodied in the current 
legislation on the subject: the Bills 
of Exchange Act 1882. 


“Our law reads: Act 9 and 10 
William III (1698-99): 


An Act for the better payment of In- 
land Bills of Exchange. 

Whereas, great damages and other in- 
conveniences do frequently happen in 
the course of trade and commerce, by 
reason of delays of payment and other 
neglects on inland bills of exchange in 
this Kingdom, be it therefore enacted... 
that...all and every bill or bills of ex- 
change drawn in or dated at and from 
any trading city or town or any other 
place in the Kingdom of England, Do- 
minion of Wales or Town of Berwick 
upon Tweed of the sum of £5 Sterling 
or upwards upon any person or persons 
of or in London or any other trading 
city, town, etc. and is and shall be drawn 
payable at a certain number of days, 
weeks or months after date thereof. That 
from and after presentation and accept- 
ance of the said bill or bills of exchange 
(which acceptance shall be by under- 


The Negotiable Instruments Act should be changed to make it unneces- 
sary for banks to have dishonored checks protested unless specifically 
requested to do so by the holder. 





writing the same under the party’s hand 
so accepting), and after the expiration of 
three days after the said bill or bills shall 
become due, the party to whom the said 
bill or bills are made payable, his servant, 
agent, or assigns, may and shall cause the 
said bill or bills to be protested by a 
notary public, (and so on); refusal or 
neglect being first made of due payment 
of the same; which protest shall be made 
and written under a fair written copy of 
the said bill of exchange. 


Times Have Changed 


In the days when protest was 
originated, it often took a week or 
more to get information regarding 
a return item, Today, we get that 
information in three days or less. 

The purpose of protest has always 
been to provide legal evidence of 
non-acceptance or non-payment for 
the holder of a negotiable instru- 
ment who might wish to bring suit 
in order to collect the debt. 

Bankers Monthly has made an 
earnest effort to find cases in which 
a protest has been used as evidence 
and, so far, has failed to find any 
authenticated case. Some bankers 
have told us that they remember 
vaguely of some case a long time 
ago but they could not remember 
the circumstances. 

It seems quite safe to estimate, 
therefore, that not one protest of a 
bill of exchange in 50,000 is ever 
used in court. 

Realizing this, the American 
Bankers Association has three times 
attempted to relieve banks of part 
of this unnecessary work by recom- 
mending that no bills of exchange 
be protested under certain amounts. 

The first amount fixed was $10. 
Certainly nobody could afford to 
go to court for a $10 recovery. 

Then the amount was raised to 
$50. It was still quite evident that 
it would hardly justify court costs 
to collect $50. 

Recently, the amount recom- 
mended was $100. This means that 
banks are urged to protest only 
items of $101 or more. 


7% Of Return Items Are Protested 


One study to determine the 
amount of protested bills of ex- 
change was made by Barney J. 
Maiworm of the Continental Illinois 
National Bank and Trust- Co. of 
Chicago as one of his requirements 
for graduating from the Graduate 
School of Banking conducted by 


Banks Should Not Be Re- 
quired To Protest Checks 
Unless The Holder Requests 
A Protest Because — 


1. Customers are always irri- 
tated when they are forced to 
pay for a protest they did not 
order and do not want. 


2. Not one protest in 50,000 is 
ever used in court. 


3. The records indicate that 
customers would not ask for 
more than one in a million 
checks to be protested. 


4. Protest is a nuisance to the 
bank dishonoring the item and 
to the payee’s bank which must 
collect the fee. 


5. Protest usually delays no- 
tice of dishonor at least one day. 


6. A protested check causes 
extra work for at least two banks. 
Neither one is paid for the work 
and one has an irritated cus- 
tomer who derives no benefit 
from the protest and so, does not 
want to pay a protest fee. 





the American Bankers Association. 
In this study, Mr. Maiworm re- 
vealed that 7% of return items are 
protested. He secured figures from 
federal reserve banks and commer- 
cial banks and these figures showed 
that 7 of every 100 items returned 
were protested. 

Seven per cent, as a percentage, 
may not seem to be very great, but 
when you realize that seven items 
out of every 100 have to be pro- 
tested to obey the law, and when 
you know that there are thousands 
of items—yes, millions of items— 
handled every day by banks, you 
can see that the volume of pro- 
tested items is large in the aggre- 
gate. 

The -customers relations angle of 
the protest situation is one of the 
most important although the 
amount of unnecessary work really 
is serious right now. A notary who 
makes the protest does not collect 
his fees. He leaves it to a bank in 


a different city to collect his fee 
and remit the money. 


“I'll Not Pay For Something 
I Didn't Order” 


Many bankers have told Bankers 
Monthly that customers are always 
irritated when they are forced to 
pay for a protest they did not order 
and do not want. ‘This is brought 
about by the fact that our law is a 
law for bankers and apparently 
ignores customers’ needs in the 
case of protest. 

The law referred to is the Ne- 
gotiable Instruments Act which is 
uniform in all states and the Sec- 
tion in the law referred to is 
Number 152. 


The Law Says— 


This Section reads: “Where a 
foreign bill, appearing on its face 
to be such, is dishonored by non- 
acceptance, it must be duly pro- 
tested for mnon-acceptance, and 
where such a bill which has not 
previously been dishonored by non- 
acceptance is dishonored by non- 
payment it must be duly protested 
for non-payment. If it is not so 
protested, the drawer and endorsers 
are discharged. Where a bill does 
not appear on its face to be a foreign 
bill, protest thereof in case of dis- 
honor is unnecessary.” 

Don’t you see that the law does 
not take into account the need of 
the customer who is the only one 
who can ever benefit from the use 
of the protest? It does not say that 
the protest is to be made if the cus- 
tomer asks for it. It says that the 
bank must have a protest made 
regardless! 

If 50% of those holders of bills 
of exchange who pay protest fees 
were to use the protest in court, 
there might be a justification for 
this kind of a law. But when not 
one in 50,000 (and perhaps not 
even that many) ever use a protest, 
it is time that we give some thought 
to eliminating this irritation. It is 
time, too, that we eliminate the 
work which banks must go through 
to have dishonored items protested. 


How The Law Should Be Changed 


Let us say that we change the 
Negotiable Instruments Act to 
place the responsibility upon the 
holder of the item rather than upon 


It is our opinion that the average customer feels that the protesting of checks is a racket. 
—Albert Halvorson, president, The Saint Ansgar Citizens State Bank, Saint Ansgar, lowa. 
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the bank. After all, he is the only 
one who can use the protest, if any- 
body can, and it should be his re- 
sponsibility to ask for a protest if 
he wants it. If he makes no request, 
there should be no obligation upon 
banks to have the protest made. 

What would likely happen if this 
change were made.in the law? The 
information obtained from many 
banks results in this estimate: Not 
one check in one million would be 
protested at the request of the 
holder. The banks ‘would be prac- 
tically free from this unneeded 
work. The public relations job 
would be greatly reduced. 

This statement is based upon in- 
formation obtained from many 
bankers, none of whom could state 
a specific case in which a customer 
asked for a protest or made use of 
one in court. One banker remem- 
bered one case in which a customer 
asked for a protest but after he 
received it, he called the witness 
from the bank in which the check 
was dishonored so, his cost for pro- 
test was, after all, a waste and of 
no value to him. 

The purpose of the protest is to 
make it unnecessary to call a wit- 
ness from a distance to testify in a 
case in which one person is being 
sued by another to pay a bill for 
which a bad check had been given. 


Little If Any Harm Can Come From 
Neglecting To Protest Checks 


What would happen if banks 
voluntarily discontinued protesting 
those items for which customers 
do not ask a protest? 

The Negotiable Instruments Act 
is not a criminal law. Therefore, 
there could be no criminal action 
against the banks. The Negotiable 
Instruments Act, in effect, is little 
more than a code of procedure. 
However, it is a law in each state 
and can be used in court, but the 
penalty if a court finds a bank 
guilty would always be a money 
penalty and, therefore, eliminating 
protest is a business risk rather 
than a criminal risk. 

Let us say that, once in the his- 
tory of your bank, a customer who 
did not ask for a protest deposited 
a check for $1,200. Let us say that 
this check was returned for non- 
payment because of the lack of 
funds or because of no account in 
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CASH LETTER 


FROM 


COUNTY FIRST NATIONAL BANK 90-163 


SANTA CRUZ, CALIFORNIA 


INSTRUCTIONS 











DO NOT PROTEST UNLESS OTHERWISE INSTRUCTED. 


Remitted by 


1ED AND RETURN. 
E— ITEMS IN THIS LETTER, 


First INATIONAL. BANK 


F CLOVERDALE 


90-569 


We hand you herewith for credit and advice the following cash items: 
No Protest unless otherwise instructed. Wire Non-Pay- 


Bank OF WOODLAND 00-228 
NATIONAL ASSOCIATION 


Woodland, California 


Enclosed find for collection and credit items as listed below: 


Please Report this Letter by Date. 
Protest all items marked X. 
Wire non-payment of all 
items marked W. 


BANK OF WOODLAND, N. A 


AMOUNT 


| ON | 





Some banks save the trouble of collecting protest fees by printing instructions on their 
cash letters to protest only items marked “‘protest.” 


the bank on which the check was 
drawn. 

Your bank would, of course, 
charge this check back to its de- 
positor. 

The depositor might then attempt 
to collect his bill (if his debtor re- 
fused to give him a good check), for 
which he probably had given a 
receipt, by going to court. Having 
no protest, it would be necessary, in 
order to win this case, to secure a 
witness from the drawee bank to 
testify (in the most extreme case) 
as to why the check was dishonored. 
Your only loss could be the cost 
of the trip to testify. 

Let us say that (in the most ex- 
treme case) the court would not 
accept the testimony of the bank 
officer. Furthermore, the person 
who drew the check had such credit 
standing that not one penny could 





We have never, to my knowledge, had a customer ask to have a check protested.— 
D. C. Compton, vice president, Winfield National Bank, Winfield, Kans. 


be collected from him. Let us as- 
sume that the holder sued your 
bank for his loss of the $1,200, claim- 
ing that he suffered that amount of 
loss due to your bank’s negligence. 
It would appear that he would have 
no case against the bank in which 
this check was deposited, but he 
might have a case against the bank 
on which it was drawn—the drawee 
bank. Let us say that it dishonored 
the check because the drawer had 
no account. How could a court hold 
that when there was no account, the 
bank was negligent to the extent 
of $1,200? It certainly is not re- 
sponsible for paying a check if the 
drawer has no account. 

Let us say that the drawer did 
have an account but the bank made 
an error in dishonoring the item. 
In that case, the check could be 
presented to the bank again and 
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Not only was the check returned but this bill for $1 protest fee came with it. No wonder 
the payee bank's depositor was “hot under the collar.” 


collected so, there would still be 
no loss to the payee. 

It would appear, therefore, that 
about the only benefit a holder of 
a check gets from a protest is that 
he is saved the cost of bringing a 
human witness from the bank on 
which the check was drawn. When 
not one in 50,000 protests is ever 
used, how can we justify the cost 
of 50,000 protests just to save one 
man $25 or $30? 


Customers Should Ask For Protest 
If They Want It 


“It is a good idea to change the 
Negotiable Instruments Act to 
make it necessary for a customer 
to ask for a protest if he wants one 
rather than make it necessary for 
banks to force protest and their 
accompanying fees on those who 
deposit checks which are dishon- 
ored.”—J. K. Phillips, cashier, First 
National Bank, Seaford, Del. 


Let's Eliminate Protest Entirely 


Have we gained anything then 
by increasing the size of checks 
which are to be protested? We re- 
duce the number of checks pro- 
tested, it is true, but why do the 
job half way if there is no practical 
value in protest—at least not 
enough to justify the cost? Why 
don’t we eliminate the requirement 
of protest entirely? 

It is the belief of many ‘bankers 
that this is what should be done. 
Some of them have expressed them- 
selves as follows: 

“From our experience, we are of 
the opinion that the protesting of 
checks is merely a nuisance. We 
have never known any of our cus- 
tomers to use a protest in court and 
very rarely do they ask that a check 
be protested. 

“We would be very much in favor 
of eliminating the protesting of 


446 


checks unless requested by a bank 
customer.”—H. Clyde Taylor, cash- 
ier, First National Bank, Suffield, 
Conn. 

“In my 28 years of experience 
with this bank, I do not remember 
more than one occasion where our 
customer asked us to send checks 
subject to protest. » 

“T do not know of any case where 
one of our customers has used a 
protest in court. Neither have we 
had a check returned without pro- 
test, which our customer asked to 
be returned to be protested.”—C. L. 
Cobb, vice president, The City 
National Bank of Selma, Selma, Ala 

“T am of the opinion that, if pro- 
test is to be done away with entire- 
ly, we should have all states pass 
proper laws to cover the matter.”— 
H. W. Douglass, cashier, The First 
National Bank of Oroville, Oroville, 
Calif. 


No Request For Protest In 78 Years 


“When a man’s check is returned 
as a bad check and, on top of it, a 
bill for protest, he does not like it. 
We believe nothing is gained by it 
in nine hundred and ninety-nine 
cases out of a thousand. 

“We have followed the rule for 
years in our cash letter advising the 
collecting bank to protest only 
items marked X and to wire non- 
payment of items marked W. We 
have never, so far as I know, in 
the 78 years of existence of this 
bank had a customer request that 
a check be protested.”—Elmer W. 
Armfield, president, Bank of Wood- 
land, Calif. 


Protest Is A Great Waste Of Time 


“The promotion of the idea of 
eliminating protest entirely, except 
when requested by a customer is an 
excellent idea and we are thor- 
oughly in accord with its adoption 
at the earliest date possible. Protest 
serves no useful purpose except to 
incur an expense against the holder. 
We have found it very annoying to 
receive an item requiring protest 
since it usually falls on one of your 
busiest days and involves an extra 
amount of work, regarded as a 
great waste of time. 

“Our customers never ask to have 
a check protested. Most customers 
don’t know what it is for anyway, 
thus confirming the belief that 
banks should be relieved of the 
responsibility..— H. P. Higgin- 
botham, cashier-manager, The First 
National Bank of Parlier, Parlier, 
Calif. 


The Law Should Be Changed 


“We feel sure bankers, as a whole, 
will agree, as we do, that protesting 
checks is not necessary and of little 
(if any) value. 

“Very few times have we been 
requested to have a check protested 
and during my 25 years of banking 
experience, I have not known of 
protest papers being used in court 
on any check. We do not recall any 
circumstance in which a customer 
asked that the check be sent to be 
protested after it had been returned 
without being protested. 

“The matter of protesting checks 
may be a legal requirement, but it 
certainly is a nuisance and we hope 
you will be successful in helping to 
abolish this practice.”"—Wm. L. 
Goodloe, president, First National 
Bank, Valdosta, Ga. 

“We heartily approve of an 
amendment of the Negotiable In- 
struments Act to do away with the 
requirement of banks protesting 
checks whether customers want the 
protest or not.”—G. H. Hazard, 
cashier, Saguache County National 
Bank, Saguache, Colo. 

—O— 


BANKERS MONTHLY would like to hear 
from other bankers on this subject. The 
only way we can bring about a worth- 
while change is to discuss the subject 
thoroughly so that enough bankers may 
make up their minds as to the best thing 
to do. It will then be comparatively easy 
to have the law adjusted so that it will 
serve banks better. 


| have never heard of a case where a customer used a protested 
check in court.—P. E. Davis, vice president and cashier, Florida Bank 
and Trust Co., Winter Park, Fla. 
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Persons presenting checks for encashment should be positively identified. Papers bearing the payee’s signature 
are good, but more than one means of identification should be used. 


How To Pass On Cheeks 
Presented By Strangers 


Here are the rules of identification written by the legal department 
of one large bank. They should be helpful in formulating rules for 
other banks. They appear to make it difficult for a stranger to cash 
any check, but caution is necessary in these days when many 
strangers are traveling through every state. 


ERSONS presenting checks for 

encashment should be positive- 
ly identified. Many times, identifica- 
tion is easily established, as when 
a payee has an account in another 
division of this bank or is known 
to an officer or employee of this 
bank. 

In all other cases, identification 
must be established by the officer 
who is asked to approve the en- 
dorsement. 


Some of the most commonly 
«» accepted means of identifica- 
tion are listed here, but it should 
be kept in mind that any one or 
more of these should be used in con- 
junction with other identification; 
also that any of these papers or 
documents might be fraudulent: 
State Automobile License cards 
which bear specimen signa- 
ture of car owner. 
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Cancelled checks. 

Recorded deeds, mortgages, or 
contracts. 

Employee’s pass issued by a 
corporation. 

Lodge cards bearing specimen 
signatures, 

Passports. 

Letters of Credit. 

Travellers’ cheques are not 
good for this purpose as any- 
one can purchase them for 
cash without identification. 

Telephone identification is good 
to a limited extent, if the 
name and telephone number 
are verified by reference to 
the telephone directory and 
provided the person being 
contacted speaks to the one 
being identified and definite- 
ly states that he recognizes 
the voice and knows the per- 
son being identified. Always 


bear in mind that a telephone 
conversation may be difficult 
or impossible to prove at a 
later date. 

Insurance policies, when photo- 
static copy of the signature 
of the insured is on the copy 
of application attached to the 
policy. 

United States Army (or other 
branches of service) dis- 
charge papers on which the 
Signature appears. 

Initialed jewelry, citizenship 
papers, union cards, or any 
papers bearing the signature 
of the payee. 


Endorsements should be made 

. in the presence of the one ap- 
proving the endorsement. Extreme 
caution should be used when the 
endorser is not the payee and, as a 
rule, such checks are not approved. 
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Checks payable to companies, 

« corporations, or other organ- 

izations should not be cashed unless 

the person presenting the checks is 

known to have authority to en- 

dorse, cash, and receive the pro- 
ceeds of such checks. 


If a check drawn on this bank 
. is presented for encashment 
which bears a restriction, such as 
“not good after 30 days” and the 
check appears to be affected by the 
restriction, the officer should phone 
the Bookkeeping Division to ascer- 
tain what, if any, instructions the 
customer has filed with us regard- 
ing the payment of such items. 

If there are no instructions on 
file, the counterman should tele- 
phone an officer of the customer to 
determine how the item should be 
handled and should handle the 
check in accordance with such in- 
structions, and also request the cus- 
tomer to confirm the instructions 
by letter. 

If it should develop that the cus- 
tomer wishes us to honor any 
checks after the time limit indi- 
cated on the check, the counterman 
should request the customer to con- 
firm such instructions by letter. 

If the instructions of the cus- 
tomer cover only the one check or 
are to cover any check presented 
after the time limit, the counter- 
man should prepare a memoran- 
dum in duplicate setting forth the 
instructions and send one copy to 
the Bookkeeping Division and the 
other to the Signature Division. 

The instructions will be noted by 
the Bookkeeping Division and the 
Signature Division will verify that 
the confirmation is received. 


Checks not drawn on this bank 
» by a non-customer presented 
for encashment by a stranger should 
not be cashed. Should a counter- 
man approve such a check for cash- 
ing, he personally assumes respon- 
sibility for the payment of the 
item. 


A counterman is occasionally 
. asked to approve a check for 
cashing drawn by a customer of 
this bank on another bank. If such 
a check is presented by the drawer, 
it may be approved for cashing by 
the counterman after the custom- 
er’s signature has been verified by 
the paying teller provided that, in 
the judgment of the counterman, 
the customer’s balance on our books 
will permit immediate reimburse- 
ment should the check be returned 
unpaid. 
If, in the judgment of the coun- 
terman, the customer’s balance is 
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insufficient to warrant cashing the 
check, the matter should be re- 
ferred to an officer of the group 
handling the customer’s account. 

Checks drawn by customers of 
this bank on another bank made 
payable to a stranger may also be 
approved for cashing by a counter- 
man upon proper identification of 
the payee and verification of the 
signature(s) on such checks by the 
paying teller, when in the judg- 
ment of the counterman, the cus- 
tomer’s balance on our books would 
warrant cashing the check. Most of 
these checks are either pay checks 
or dividend checks, but if the check 
being presented is neither of these, 
the counterman should telephone 
the depositor, if local, to make cer- 
tain that our customer has not 
placed a stop payment against the 
check and wishes us to cash it. 

If our depositor is located out of 
town or if, in the judgment of the 
counterman, the customer’s ac- 
count with us does not warrant 
cashing the check, the counterman 
may desire to consult an officer of 
the group handling the customer’s 
account informing him of the rea- 
son for referring the check to him 
and the liability we assume by 
cashing the check. 


Occasionally, a cashier’s check 

. of a correspondent bank is 
presented for encashment by a 
stranger and such check may be 
approved for cashing by a counter- 
man upon proper identification of 
the payee provided the signature 
on the cashier’s check is on file with 
us and is verified by a check payer 
in the Bookkeeping Division and 
provided the balance of the corre- 
spondent bank on our books is suf- 
ficient to warrant cashing the check. 


If a customer of this bank asks 

. a counterman to approve a 
check for cashing after the paying 
tellers’ windows are closed for the 
day, the counterman may, if he is 
satisfied that the customer should 


be granted the accommodation, 
escort the customer to the paying 
teller’s window and present the 
check to the paying teller and tell 
him that we wish to cash the check 
even though it is after banking 
hours. It is not necessary that the 
counterman place any approval on 
the check so cashed. 

Checks presented after the pay- 
ing tellers’ windows are closed for 
the day by non-customers should 
not be approved for cashing except 
where the circumstances are un- 
usual and in the judgment of the 
counterman an exception should be 
made. 


If an officer at the counter ap- 
. Proves for cashing any check 
of over $500, he should advise a 
paying teller in the proper unit by 
telephone that he has approved the 
endorsement on check of for—— 
dollars, or at his discretion the 
officer may escort the payee of such 
checks to the paying teller’s win- 
dow and advise the teller that he 
has approved the endorsement. 
The counterman should 
l » prepare and send to the 
sectional supervisor of the Book- 
keeping Division a memorandum 
describing any check drawn on this 
bank presented at the counter on 
which payment is refused for any 
one of the following reasons: 
No Account 
Not Sufficient Funds 
Account Closed 
Irregular Signature 
Uncollected Funds 
On any such checks, the counter- 
man should erase or block out any 
approval he may have made on the 
check before returning the check 
to the payee and make certain that 
the reason for non-payment is 
clearly indicated on the face of the 


check. 
All approvals of the en- 
ll. dorsement of the payee 
should be made by a counterman 
authorized to approve checks, 
within his authorized limits as to 
amount. 
All approvals are made by writ- 
ing on the back of the check 
Cy or currency 
(Signature of Counterman) 
Proper Code Number 
(A code system was described on 
page 156, April Bankers Monthly) 
A brief description of the 
l « papers or documents or 
other means accepted as identifica- 
tion should be noted on back of the 
check or the counterman may make 
any other notes or markings on the 
back of the check which will be 
helpful to him in identifying the 
payee or the transaction. 
Unsigned checks or checks 
l . hot properly signed when 
presented to the paying tellers for 
cash are referred to an employee of 
the Counter Division. In all cases, 
when a check of this kind is cashed, 
we should receive from the deposi- 
tor a properly signed letter of con- 
firmation and the employee or of- 
ficer approving the check should 
request such a confirmation when 


telephoning the depositor for veri- 
fication. 
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We Seldom Have An Overdraft 
Or A “No Account” Cheek 


This bank has a system of positively identifying each new deposi- 
tor and checking up on all of his references. It also provides 
a counter check which cannot possibly be used in any other way. 


i” every other bank, we desire 
to have our checks known as 
reliable. We hope that no one will 
ever refuse to cash a check on our 
bank unless it is presented by a 
stranger or is apparently a forgery. 

In order to avoid overdrafts and 
“no account” checks, we investigate 
every new depositor carefully as 
illustrated by the “new customer 
information sheet” reproduced here- 
with. You will note that there are 
seven sections to this questionnaire. 
The first part establishes the legal 
name, the business name, and the 
family relationship. 

You will note that the details we 
ask for in this section enable us to 
establish the identity of the person 
without question. 

The second section is also in con- 
siderable detail and establishes the 
address, both home and business, 
and the address for bank use if that 
is different. 

Section Three provides for a bank 
reference. If the customer has dealt 
with another bank at: some time, 
that information is always secured 
and followed up. 

The next section provides for in- 
formation as to other accounts with 
this bank. 

Section Five is for the name and 
address of a relative who does not 
live with the depositor. 

Section Six is the name and ad- 
dress of a close friend who does not 
live with the depositor. 

Section Seven is for information 
about any other person who may 
have an interest or control in the 
account, or the box if it is a safety 
deposit account. 

By the time a customer has pro- 
vided all of this information for us, 
he knows that we mean to keep in 
close contact with him and we 
make it a point to check up on 
everything provided on this infor- 
mation sheet. We place special 
value on a letter received from a 
former bank connection. 

To avoid checks written against 
“no account” we are very careful as 
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By E. A. POE 


Cashier, Beverly Hills National Bank and Trust Co. 
Beverly Hills, California 


to who receives checks for drawing 
against funds in our institution. One 
source crooks have used is the 
counter check left on the customers’ 
counter in the lobby. Some banks 
have been so careless as to leave 
ordinary checks there. Those checks 
can be written against “no account” 
and negotiated with a bank custom- 
er, who then deposits the check after 


the crook has left town. This cannot 
happen with our counter checks. 

You will see from the reproduc- 
tion here that, printed in large type, 
are these words, “Pay To Myself 
Only And Without Any Endorse- 
ment Hereof.” That means that this 
is a non-negotiable order; it cannot 
be transferred from one person to 
another and can be used only in the 
bank. In addition to these words, 
there are other large type words 
reading, “Counter Check—Not Ne- 
gotiable.” 





NEW CUSTOMER INFORMATION SHEET 


Business Name: 


(Name you wish to use in conducting your business with this bank) 


Full Legal Name: ......... 


(st given ‘name) ‘(2nd given name) (other given name) “ast | or r legal surname) 


Full Legal Name at Time of Birth: 


(1st given ‘name) ‘Qnd- giv en name) ‘(other given name) (surname) 


Full Legal Name of Spouse: 


(ist given name) ‘(nd given name) (maiden surname) ‘(last o or legal surname) 


Professional, Pen or Trade Name Used: 
Of What Country Are You a Citizen? .... 
*x* * * 

Address for (Street and Number) 

Bank Use (City and State) 
Residence (Street and Number) 

Address (City and State) 

Business (Occupation) 

Address (Name of Firm) 

(Self or (Present or Former) 
Spouse) (City and State)..... 

, ~Phone No. 


* * 


* 
Bank Reference: (Name of Bank) 
(Office or Branch) 
(City and State).. 
(Kind of Account . 
or Officer Known)... 
*- * * 


Other Accounts or Business: (Commercial Account) 


With this Bank: 
x *« *¢ 
A Relative: (Name)....... 
(Who Does Not (Street and Number) 
Reside with You) (City and State 
* _ * 
A Close Friend: (Name).. 
(Who Does Not (Street and Number) 
Reside with You) (City and State)... 


* * * *€ 


Data On Any Other se of Interest 
Person Having r Control) 
Interest or Control Chen 
In Account or Box: 
(City and State).. 
(Relationship)... 
(Citizenship). 


(Safe Deposit Box)... 


(Street and Number) 


* 


...Phone No. 
__Phone No. 


Dept. or Sta. No. 


* 


* 


(Savings Account) 
(Trust Dept.) (Escrow) 


* 


(RelationMip) 


* 


* 
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Pay TO MYSELF ONLY 
AND WITHOUT ANY ENDORSEMENT HEREOF 


COUNTER CHECK 
NOT NEGOTIABLE 


Cre s For 


Our tellers, of course, have signa- 
ture cards available to them and, if 
a stranger presents one of these 
checks, it is not cashed until the 
signature is identified. Thus, a new 
depositor can use a counter check 
but a person without an account or 
one without a signature card in the 
file cannot use these checks. 

We believe that this precaution 
is well worth while. It serves our 
customers as well as any other form 
of check and it avoids trouble. 

Because of the care with which 
we investigate each new depositor, 
we practically never have an over- 
draft. If we do have an overdraft, 
which appears to be deliberate, we 
close the account. We pay an over- 





draft only in extremely exceptional 
cases where we know definitely that 
we have no risk. It is possible, of 
course, that a good customer can 
make an error. When he does so, 
and when we cash his check, we 
charge: him 50 cents to emphasize 
the error he has made. We never 
deviate from making this charge 
and we have found that it is a 
strong deterent to further over- 
drafts. 

We do not give out blank checks 
to any new customer until we have 
investigated him and know that he 
is reliable. Because of this tech- 
nique, we feel that our checks are 
recognized as good—as they should 
be. 





No Trouble With Repossessed 


Farm Equipment 


The Dealer Agrees To Buy Repossessed Equipment 


By G. G. ROSE 


Vice president 
St. Joseph Bank and Trust Co., South Bend, Ind. 


Our experience with farm ma- 
chinery dealers has been very good; 
however, we find them the same as 
any other dealers. If they are honest 
and reliable, your business with 
them is not only pleasant but profit- 
able. If they are not, you are in for 
trouble. 


When farm machinery was avail- 
able, we were able to secure many 
loans for the bank through this 
source as well as make contacts with 
new farmer customers who have 
continued to do business with us. 


We have had some losses on this 
type of loaning however, the per- 
centage is a little below the normal 
loss ratio experience in our loan 
department. 


We buy conditional sales contracts 
on both an-endorsement-with-re- 
course and an-endorsement-with- 
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out-recourse basis, depending upon 
our arrangement with the dealer. 

The sales contract which we use, 
contains the agreement which reads 
as follows: 

“For value received, the under- 
signed (hereinafter referred to as 
“Dealer”) hereby assigns the instru- 
ment on the reverse side hereof to 
St. Joseph Bank and Trust Co., South 
Bend, Ind. (hereinafter referred to 
as “Bank”) without recourse, and 
hereby transfers title to the chattels 
described therein to said Bank, and 
warrants that said chattels are free 
of all liens and encumbrances of 
whatever nature or kind; that said 
instrument is genuine and in all 
things what it purports to be; that 
the dealer has,good title to said 
chattels and has a good right to 
transfer title thereto; that all parties 
have capacity to contract and that 
the dealer has no knowledge of any 
fact which impairs the validity of 
said instrument or renders it less 


valuable or valueless; and further 
that dealer believes that the fact 
stated in the buyer’s credit state- 
ment herewith enclosed are true. 

“In consideration of the purchase 
by said Bank from the dealer of the 
conditional sales contract on the 
reverse side hereof and in consider- 
ation of the acceptance of the as- 
signment of said instrument, the 
dealer agrees with said Bank that 
dealer will purchase from said Bank 
each chattel described in said con- 
ditional sales contract at dealer’s 
place of business, as is, on demand 
made by said Bank at any time and 
will immediately pay to said Bank 
at its office, in cash, the full amount 
of the unpaid balance, less the 
amount of unearned discount there- 
on, due said Bank on said condi- 
tional sales contract. Until actual 
payment by dealer, title to the re- 
possessed chattel shall be and re- 
main in said Bank, and dealer’s pos- 
session shall be and remain merely 
that of a bailee, with duty to safely 
store and preserve the chattel for 
said Bank and redeliver to said 
Bank on demand.” 


Bank Liquidity And The War 


By Charles R. Whittlesey. Pub- 
lished by National Bureau of Eco- 
nomic Research, 1819 Broadway, 
New York 23, New York. 90 pages, 
paper cover, price 50 cents. 


In view of the fact that bank de- 
posits may radically change on 
short notice in individual cases, this 
study will be very helpful to bank 
officers in charge of loans and in- 
vestments. The basic principles laid 
down will serve as a helpful back- 
ground. 


The reason that the study is re- 
lated to the war is that wartime 
business has greatly inflated bank 
deposits. This inflation is such that 
many believe (at least in individual 
cases) we may expect radical re- 
ductions in individual banks. 

One chapter covers the subject, 
“Relative Deposit Growth And 
Probable Deposit Contraction.” An- 
other interesting chapter is entitled, 
“Deposit Contraction And Solvency 
—A Case History.” Another chapter 
that will interest many is, “The 
Ratio Of Capital To Assets.” 


Avoid stereotyped language in 
correspondence. 


Examine each check for erasures 
or alterations. 
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Make Auto Loans Through Dealers 
Says This Experienced Dealer 


Two possible methods of bank participation in the auto 
loan field are outlined by the author who points out the 
advantages of enlisting the co-operation of auto dealers. 


ANY banks have offered credit 

on the purchase of automo- 
biles, but they have chosen the deals 
carefully, taking only the cream of 
the new and used cars offered them. 
This is perfectly in keeping with 
what has always been considered 
sound banking policy. However, 
the profit in automobile financing, 
as in automobile sales, lies in the 
volume of business. 

It is my belief that if banks are 
to enter the automobile field on a 
larger volume basis than they have 
in the past, they will find it better 
to work through the dealers than to 
attempt to make loans direct to the 
public. 

It seems pointless to me not to 
capitalize on the habit already built 
up among car buyers of handling all 
matters of the transaction at the 
dealership; on the experience and 
judgment of the dealers in apprais- 
ing the value of the particular car 
being mortgaged and on the psycho- 
logical element present at the mo- 
ment of the sale. 

Assuming then, the bank’s will- 
ingness to work through the dealer, 
there are two courses open to it. 


October, 1945 


By A. C. HALL 


President, Hall-Chevrolet Company, Inc., 
Milwaukee, Wisconsin 


The first and simplest would be to 
select a few dealers whose financial 
standing, personal integrity, and 
business methods meet with the 
bank’s complete approval. The bank 
should then offer them a line of 





Why Dealer Participation 
Is An Asset 


1. The experience and judg- 
ment of automobile dealers in 
appraising car values relieves 
the bank of this responsibility. 

2. Complete financing facili- 
ties at the time of the sale pro- 
vide a psychological stimulus 
to increased sales volume. 

3. Automobile customers are 
accustomed to the convenience 
of handling all matters of the 
transaction at the dealership. 


credit, the collateral for which will 
be supplied by the rediscounting of 
automobile time paper. 

An alternative is to go into the 
automobile finance field in full com- 
petition with the established finance 
companies. To do this, it will be 
necessary to provide several serv- 
ices. 

The financing of cars starts at the 
factory. Dealers, as you may know, 
are required to pay cash for their car 
shipments before they leave the fac- 
tory. If the bank is to set itself up 
as a complete financing agency, the 
dealer will expect to be served with 
credit to make these cash payments. 

In most instances, this credit ar- 
rangement will have to continue 
with the dealers until these cars are 
sold at retail. 

Another service will be to offer 
low cost financing and insurance 
arrangements on both new and used 
cars and, most important of all, the 
bank will have to be ready to accept 
quickly and willingly finance deals 
on all types of new and used auto- 
mobiles. 

This will require the services of 
a trained credit man and facilities 
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Call on your dealers and arrange to have all automobile loans handled by your bank. 
A personal call is worth more than 47 letters. 


for quickly obtaining credit infor- 
mation concerning the applicant for 
the loan. In the case of used car 
loans, the bank will find it both safe 
and expedient to trust the dealer’s 
appraisal in most cases. But, for its 
own protection, it should employ a 
competent appraiser to act on spe- 
cial cases. 

In addition to the collateral value 
of the automobile, there is also a 
possibility of the dealer indorsement 
on the paper. This matter is one 
which should be examined closely. 
There are two reasons generally for 
dealer indorsements of time paper. 
The first occurs when the collateral 
value of the automobile is question- 
able or when the ability to pay on 
the part of the purchaser is in doubt. 
The second occurs when the deliv- 
ering dealer feels that, as a matter 
of good business, any repossessions 
which occur should revert to him. 

There is a dealer in New Orleans 
who has done an outstanding job in 
new and used car sales. He main- 
tains that he cannot afford to sell a 
car without indorsing the paper be- 
cause 90% of the repossessions arise 
out of a customer’s dissatisfaction 
with the automobile mechanically 
rather than inability to meet the 
payment on the part of the pur- 
chaser. He, therefore, feels that it 
is his responsibility to see that these 
cars are thoroughly reconditioned 
and, if he does this, he will cut his 
repossessions to a minimum. 

In contrast to this, there are deal- 
ers who feel that, since the finance 
companies are charging a rate of 
interest in excess of that which 
might be termed mere “use value” 
they should assume the risk in- 
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volved in a loan and not require 
the dealers to guarantee the paper. 
Somewhere between the two ex- 
tremes lies the bulk of dealer busi- 
ness. ’ 

I believe the difference in rate as 
published by the various finance 
companies and banks has caused 
more confused customer thinking 
than any other single factor. It is 
my considered opinion that the 
public prefers to buy its car financ- 
ing as a package. In other words, a 
finance rate is best quoted as a 
monthly payment including prin- 
cipal, interest, and insurance. 


The man who wishes a car fi- 
nanced generally has a pretty well- 
conceived notion of how much in 
total he can afford to pay each 
month toward the purchase of an 
automobile. To quote him a rate for 
principal repayment, interest repay- 
ment, and insurance repayment sep- 
arately merely confuses his think- 
ing. 

In addition to the value of pack- 
age rates, the profit accruing to the 
bank as the result of insurance sales 
is substantial and cannot be over- 
looked. Then too, settlements in case 
of insurance claims can be handled 
more satisfactorily with the insur- 
ance company if the financing agent 
has placed a substantial volume of 
business with that company. 

This matter of insurance settle- 
ments is a very important one and 
cannot be overestimated. It is need- 
less to say, of course, that no bank 
can afford to finance automobiles 
without requiring the purchaser to 
obtain collision, fire, and theft in- 
surance, 


The finance companies which 


have handled the bulk of the auto- 
mobile financing in the past have 
adopted the policy of paying the 
automobile dealer what is termed a 
“dealer reserve.” This reserve is 
designed to reimburse the dealer 
for the trouble of originating the 
business, making up the finance 
papers, and collecting the payments. 

Various ways have been used to 
determine the amount of reserve 
and it has varied widely in amount. 
The tendency in the past few years 
has been to reduce this payment 
largely because of reduced finance 
rates. 

I do not believe that banks can 
avoid setting up a similar reserve 
for dealers if they intend to enter 
the automobile financing field in any 
volume. In the first place, we offer 
the customer the convenience of 
handling all the transactions re- 
garding his car purchase at one 
place. 

In the second place, we offer him 
a readily available time and place 
for making his monthly payments. 
Banking hours from nine to two 
are more than just an inconvenience 
to the average buyer. A bank’s al- 
ternative would be to establish time 
payment offices which would have 
operating schedules designed to 
meet the needs of this group of 
customers. 

One of the knottiest problems in 
the automobile financing field is that 
of prepayment rebates and refunds. 
As far as we in the automobile busi- 
ness can determine, there is no 
standard form for determining what 
rebate a customer should get for 
prepaying his contract. Actually, as 
long as it is reasonable, the cus- 
tomer will not complain. 

The important thing is that he 
obtain something, regardless of the 
amount. I know of no other way of 
building customer good will faster 
than the paying of adequate rebates 
in these cases. 

I would recommend that a cash 
discount be given to all customers 
who make their payments on time 
or in advance of the date due. This 
will have a tendency to minimize 
your collection problem and reward 
the prompt payer. 

Most automobile dealers would 
welcome the opportunity to have 
their financing needs handled by 
their local banks, provided they can 
obtain services comparable to those 
supplied by the existing finance 
companies. I am convinced that 
when banks get into the field all 
the way they will find the co-opera- 
tion of the dealers ready and forth- 
coming. 
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How To Hit The Bull’s-Eye 
How To Hold The Revolver And How To Pull The Trigger 


Bank employees with guns are of little or no value in an emergency 
if they are not good marksmen. The author of this article, who has 
trained hundreds of crack shots among bank employees, explains 
the training program he has used to develop efficiency with firearms. 


F THE psychological advantage 

gained by a man holding a gun 
is omitted, he is in no way benefited 
by the gun unless he knows how 
to use it. 

Although everyone will agree to 
that statement, there are many 
banks which provide their em- 
ployees with guns but do not show 
them how they should be used. 
These banks gain little or no ad- 
vantage from the expenditure they 
have made. In fact, they are laying 
themselves open to a potential lia- 
bility since a gun in the hands of a 
novice is a dangerous piece of 
equipment. 

It is an equally impotent practice 
to equip a bank with expensive safe- 
guards and not publicize the fact. 
Since few banks which are properly 
protected are molested, it is wise to 
advertise the measures you have 
taken and thus relieve yourself of 
the nuisance and danger involved 
in any attack. ; 

One good way to accomplish this 
objective is to display models and 
samples of the protective devices 
with which your staff has been 
provided. Another good practice is 
to play up the marksmanship of 
your guards and employees. Com- 
petitive contests should be held 
publicly and the targets used saved 
for exhibition in the bank lobby. 
Forewarned is forearmed and un- 
desirables will automatically keep 
their distance. 

In planning a training program, 
it should be remembered that the 
average beginner can seldom use a 
revolver effectively if the target is 
at a distance greater than ten feet. 
This is due to the fact that a half 


By DUNCAN WALKER 


Chief of the Protection Department, 
Federal Reserve Bank, Chicago, Ill. 


POLICE DEPARTMENT 
FEDERAL RESERVE BANK OF CHICAGO 


The top of the front sight is aligned on the 
bottom edge of the bull’s-eye. 


inch waver of the muzzle at ten feet 
may result in a complete missing 
of the target. For this reason, great 
emphasis must be placed on steadi- 
ness in the first lesson. 

Even though the beginner finds it 
difficult to hit the bull’s-eye at first, 
it is rather surprising to discover 
how easy it is to do good shooting 
when you learn how to hold the 
revolver and how to pull the trigger. 
As a matter of fact, almost anyone 
can learn to be a good shot in a 
very short time, if a correct system 
of instruction is used. 


The only reason there are so few 
good shots in the world is that there 
has been very little proper instruc- 
tion given. Most bank guards learn 
to shoot by placing ammunition in 
the revolver and shooting at a tar- 
get without any instruction as to 
the basic principles upon which 
good marksmanship depends. As a 
matter of fact, man’s natural in- 
stinct has a tendency to create bad 
shooting methods. So, practice that 
is not conducted along the right 
lines is almost sure to be worse 
than none at all because it fixes 
these bad habits and makes it diffi- 
cult to overcome them. 

The ultimate object of training is 
to develop the ability to fire one or 
more accurate shots quickly. How- 
ever, training must begin with care- 
fully coached slow fire to attain 
accuracy. I have frequently trained 
a man who had the idea that he was 
a “born shooter” because he had 
made a few lucky hits. Such a man 
usually thinks that he needs no 
instruction or practice. Proof that 
this is a fallacy lies in the fact that 
all good shooters practice con- 
stantly. 

The very first thing for the be- 
ginner to learn is the proper way 
to grasp and hold the revolver. The 
grip of the gun is made to fit the 
hand snugly. Because this is called 
the “grip,” many people feel that 
they must “squeeze the life out of 
it.” As a matter of fact, gripping the 
gun too tightly is a serious fault, 
and prevents accurate shooting. 

A natural and most successful 
way to shoot is to grasp the gun 
with the whole hand, using the 
index finger to pull the trigger, the 


It surprises most people to learn how easy it is to do good shooting when 
they learn how to hold the revolver and how to pull the trigger properly. 
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Banks with expert marksmen are not selected for holdups 


gun being held firmly but with al- 
most relaxed muscles. If you will 
examine the muscles of the hand 
and wrist in the photograph, show- 
ing a hand holding the revolver, 
you will see that there is no tense- 
ness. Tense muscles make it difficult 
if not impossible to hit the bull’s- 
eye. The more you squeeze the gun, 
the more sure it is to wobble—and 
the more the gun wobbles, the less 
you hit. 

Note in this picture that the thick 
muscles of the hand are high on the 
grip. The index finger touches the 
trigger in a natural way. You will 
see in the picture that the trigger 
touches the finger at the first joint. 
This exact position might vary a 
little bit according to the length of 
the shooter’s finger, but. in any 
event, the finger should lie natu- 
rally in the guard and against the 
trigger. 

The thumb may properly extend 
straight along the side of the gun 
or it may be allowed to bend down- 
ward. It should not be held upward, 
however, because there is the 
danger of the hammer pinching the 
skin or the thumb holding the fall 
of the hammer. The muscles of the 
thumb should of course be relaxed. 
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Just remember this: The muscles 
of the hand in holding a gun should 
be used only enough to hold the 
barrel steady and to keep the gun 
from dropping from the hand, If 
you grip the stock tightly, you are 
almost sure to miss your mark. 

The position of the body when 
shooting is exceedingly important. 
If you throw the weight forward 
onto one foot, and bend your head 
in order to squint along the sights, 
as is illustrated in one of the photo- 
graphs herewith, you will not hit 
the target very often. To shoot well, 
it is necessary to stand firmly on 
both feet, holding the body just as 
nearly_erect as possible. 

You will notice in the picture of 
the uniformed officer that the body 
is about half turned to the left. This 
makes it easy to face the eyes a 
little to the right so that they can 
fall naturally along the sights of 
the revolver as the arm is held at 
full length. Usually you can hold 
your body and your arm more 
steady if your heels are about 12 
to 18 inches apart. 

If the wrong method of pressing 
the trigger is used, the muscles 
stiffen suddenly and the end of the 
barrel wobbles with the result that 


Fix These Seven Points 
In Your Mind 


1. There is no such person as 
a “born shooter’; the best shots 
are good only because they 
practice continually. 


2. The revolver should be held 
firmly but with almost relaxed 
muscles. 


3. The more tightly you 
squeeze the gun, the more sure 
it is to wobble; and the more it 
wobbles, the less you hit. 


4. To shoot well, it is neces- 
sary to stand firmly on both feet, 
holding the body just as nearly 
erect as possible. 


5. The body should be about 
half turned to the left. 


6. Feet should be in a com- 
fortable position about 12 or 18 
inches apart. 


7. The pull of the index finger 
on the trigger must be even, 
steady, and slow, so that you do 
not know when to expect the 
discharge. 


the bull’s-eye usually is not hit. 
Very often, a man who can hold a 
revolver with perfect steadiness is 
not a good shot because he presses 
the trigger in the wrong way. On 
the other hand, a man with an 
apparently unsteady hold may be 
a good shot if he has mastered the 
art of correctly pressing the trigger. 

The pull of the index finger on 
the trigger must be even, steady 
and slow. After all, it is not so diffi- 
cult to sight a gun exactly on the 
aiming point of a target. The miss 
is almost always caused by pulling 
the trigger in the wrong way. A 
sudden pressure on the trigger, 
which is the natural instinct of most 
men, causes a sudden stiffening of 
the muscles to meet the expected 
shock, and this causes the bullet 
to strike far from the point of aim. 
Flinching is subconscious, and it is 
caused by an expected shock. If you 
pull the trigger slowly and easily, 
and feel that you do not know when 
the shock will come, you are likely 
to avoid flinching and thus hit the 
bull’s-eye more often. 

Let me emphasize again that there 
is only one correct way to press the 
trigger: that is, by a steady increase 
of pressure so that you do not know 
when the discharge will take place. 
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The beginner usually feels that the 
instant he sees the bull’s-eye di- 
rectly in line with the sights, he 
must pull the trigger quickly before 
the barrel moves out of place. This 
is just exactly the wrong thing to 
do. He is more sure of hitting the 
mark if he pulls the trigger slowly. 

Excellent shots are men who, 
through training, have learned to 
increase the pressure on the trigger 
only when the sights are in absolute 
alignment with the bull’s-eye. When 
the sights go slightly out of align- 
ment, they hold what they have 
with the finger and go on pressing 
only when the sights again become 
properly aligned. The difference 
between poor shots and good shots 
is only the difference in their ability 
to press the trigger properly. 

The heart and soul, the begin- 
ning and end of good shooting is 
in the trigger squeeze. 

Any man with fair eyesight, and 
strength enough to be out, can align 
the sights on the target and hold 
them there for an appreciable length 
of time, but what he must do is to 
develop sufficient will power and 
self control to forget that there is 
to be an explosion and a shock, and 
press the trigger with a steady in- 
crease until the shot is fired. This 
applies to both the rapid-fire shoot- 
ing and slow-fire shooting. The only 
difference is that the increase of 
pressure is faster in rapid-fire, but 
the process and principles are the 
same. 


Many people think that the ex- 
pert revolver shot holds his gun out 
with a steady hand, gets it right 
over the bull’s-eye, and pulls the 
trigger. He does not do that. There 
is no such thing as holding a pistol 


Bad! 
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To shoot well, it is necessary to stand firmly 
on both feet, holding the body just as near 
erect as possible. 





The revolver should be held firmly but with almost relaxed muscles. The more 
tightly you squeeze the gun, the more sure it is to wobble; and the more it 
wobbles, the less you hit. 


dead over a bull’s-eye and shooting. 
It can’t be done. The arm is bound 
to sway to and fro, if only slightly. 

The revolver shooter cocks his 
gun with his thumb, holds it out 
toward the target with his arm 
extended, takes aim along the 
sights, begins gradually to press the 
trigger, watches the gun wave back 
and forth across the bull’s-eye, but 
holds it as near to the right position 
as possible. 

There is a false belief that the 
shooter must guess how much to 
allow for the upkick of the gun. 
It is true that the gun kicks, but 
the shooter does not have to do any 
guessing. When the sights are set, 
allowance is made for the upward 
kick due to the recoil. If the gun is 
properly grasped, and the sighting 
is accurate, the shot will be accu- 
rate. 

The raising of the revolver over 
the head and bringing it down on 














































































































Good! 


the target with a flourish is a piece 
of dime novel, drugstore cowboy, 
and moving picture foolishness. It is 
a waste of time, and time is very 
likely to be an important item when 
using the revolver in action. When 
you want to aim at anything, carry 
the revolver directly out on the 
shortest line and aim at it. 

In aiming, the front sight is seen 
through the center of the rear notch, 
with the top of the front sight on a 
line with the top of the rear sight 
notch. When so held, the top of the 
front sight is aligned on the bottom 
edge of the bull’s-eye. A slight 
variation in the front sight will 
cause a decided variation in the lo- 
cation of the shot on the target. The 
sights are lined on the bottom edge 
of the bull’s-eye in order to insure 
a definite aiming point, which will 
be the same for all shots. 


Read With An Open Mind 


I have finished reading your little 
dissertation entitled, “The Banks 
Are Making Too Much Money— 
They Should Reduce Or Eliminate 
The Service Charge!!!” Your dis- 
cussion on the subject is very inter- 
esting, convincing, and stimulating, 
and I thoroughly enjoyed reading it. 
Anyone who reads it with an open 
mind will undoubtedly have a much 
better understanding of service 
charges.—R. R. Gilbert, president, 
Federal Reserve Bank, Dallas, Tex. 


To follow tradition today is dan- 
gerous to profit, dangerous to eco- 
nomic operation. We have to keep 
our minds open now. We have to 
recognize changing conditions and 
prepare our technique to fit the new 
conditions before the change, if pos- 
sible. 
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What does Recordak do? 


Recordak, the system that developed micro- 
filming into a basic business tool, copies photo- 
graphically, automatically, at great reduction. 
Reproductions are photogra phically accurate and 
complete . - - and made with the speed of light. 

Operating costs are very low—only 1/25 to 


1/10 of a cent per check-sized paper copied. 
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Adding Machine 


Recordak 


Why is Recordak basic? 

It supplants less efficient ways of handling 
common business routines. It is the basis of 
wholly new and better operating systems and 
methods. It expedites the flow of work . - . sim- 
plifies . - - reduces chances for error - - - makes 
multiple savings in overhead charges - - - solves 
many special operating problems. 











































Who uses Recordak? 
nd for what? 
BANKS . - - 28 the system used in forwarding 


vat of the nation’s checks . . . to keep books 
_toretain for the protection of their depositors 


nictO size files of checks paid . . . to save up to 
15% in per item costs. 

MANUFACTURERS _. . to simplify filing of 
inventory cards, tools-parts lists, time cards, job 
and other necessary records. 


How does Recordak work? 


Papers are fed in here— re 
automatically photographed 
with great speed at lowcost... 


thousands go on a single 
tiny roll of microfilm es 


which can be projected for 
either reading or copying 






ards, requisitions, 
ooo Qe . full-size prints on 
ENGINEERING FIRMS . - - to safeguard paper are made quickly, 
war records ..- keep them from swamping files easily, cheaply, right in 
the Recordak Reader. 


by reduction to less than 1% of original area. 


DEPARTMENT STORES . . . to handle ac- 
counts receivable more efficiently and economi- 
ally . . . make collections and adjustments with takes its own photograph. ll 

The Recordak lens is 


greater speed, fewer misunderstandings and and exposure are : 
a Kodak lens, film is made by Kodak, film 


complaints. 

GOVERNMENT . - - for V-Mail . - - and to processing is up to Kodak’s high standard. 

reduce big military maps to “flying size”. . . to 

microfilm Social Security records, War Bonds, Why tell you about 

Census returns. 987% saving in filing room space! 
Recordak uses are limited only by the inge- 

nuity with which American businesses apply the 

basic Recordak 

micro-size reproduction. 


ination, focus, 


Recordak now? 


— : So you can be forward-looking in your plan- 
principle of automatic, low-cost, ning. So you can get your name high on the list 
of companies ordering the new, improved - 


, . ‘ vale cordak models that will go intg 
Why is Recordak “foolproof”? _sognsasseandlia 
The smaller the picture the more critically it 
must be filmed—and processed. Each Recordak 
“picture” is clear, complete, quickly and accu- 


rately read or copied . . . because Recordak 


operates “controls” all along the line. The Re- Thanks to its banking start— 


cordak machine is automatic; the document Recordak is now so widely used 
in all business that, starting with 


October issues, advertisements 
like this in FORTUNE, 
U.S. NEWS, DUN’S REVIEW, 


RE C ORDAK and NEWSWEEK will tell business 
about Recordak. 


and industry 


nding - of modern MICROFILMING 
asis of ¥ head | RECORDAK CORPORATION, 
and itS USCS in yusiness system ~ ae * 
ms and ; Subsidiary of Eastman Kodak 
. . sim : es y 
pee Company, 350 Madison Avenue, 
* ae New York 17, N.Y. 
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Sl es W 
Where Judgment € ounts = 


Catchers have to use their heads as well as their 
hands. } } The man behind the home plate is in on 
every play. It’s up to him to outguess the batter in 
terms of his pitcher's strength and weakness. )) ) 
At all times he must be mentally ready for split-second 
decisions...when to throw to second or third...when 
to take a chance on blocking a runner at the plate. 
» » And though he plays baseball's most hazardous 
position fear does not impair his judgment —for he’s 


PROTECTED against foul tips and flying spikes. » } 
Executives in business and banking value LA MONTE 
Safety Paper for somewhat similar reasons. )) )} The 
use of this product in safeguarding checks against 
alteration and counterfeiting removes unnecessary 
doubts and anxiety over the safety of funds in transit. 
And so effectively that LA MONTE Safety Paper has 
for decades been recognized as the Standard of 
Safety in the field of check protection. 


For Samples of LaMonte Safety Paper see your Lithographer or Printer—or write us direct. 


LA MONTE 


GEORGE LAMONTE & SON 


NUTLEY, NEW JERSEY 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization’s Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper not only protects 
against fraudulent alteration but provides maximum 


The Wavy Lines are a LaMonte Trade Mark 


Protection against counterfeiting—saves Banks sort- 
ing time — helps prevent errors. 
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There is a time of planting and a time 
of harvest. 

Now, in this autumnal season, we 
can see about us the full harvest—so 
important in the winning of victory. 
These crops, so carefully planted, were 
harvested only after they had reached 
their full maturity. 

This planting and harvesting process 
can be, indeed should be, applied to the 
purchase and holding of Victory Bonds. 

Most Americans have invested their 
funds in U. S. Government Bonds, ear- 
marking that money for a definite future 


purpose. To cash them prematurely, is 
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to defeat the objectives for which they 
were purchased. 

When these bonds are cashed to make 
unnecessary purchases of goods under 


present conditions, the purchaser gets less 


for his money and dissipates funds 


intended for specific uses. 

Next time you think of cashing in your 
bonds—think of the day when you will 
get your money’s worth and more. Hold 


them and remember why you boughtthem. 


«x THE HOME * 
SPrsuronce Company 


NEW YORK 


FIRE * AUTOMOBILE * 


MARINE INSURANCE 
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Another bank proves that Monroe’s exclusive “Proof: 
Pay” is not only actually faster than Sight-Pay but that it also 
provides all of the safety of the Dual Run Plan. 


This one Monroe Machine was designed to do all three of the 
major bank accounting jobs-Commercial Posting, Deposit 
Proof, Savings Posting—with greater speed, ease and simplicity. 


For full details, call the nearest Monroe Branch. Ask for illustrated booklet, 
“Three Machines in One’’. Monroe Calculating Machine Co., Inc., Orange, N. J. 


Monroe Adding-Listi 
Machine. Available w 
narrow or wide carri 
single register or grand 
tal. Direct plus and mi 
bars, “Velvet Touch” 
tion, live operating k 








Monroe Calculating Machines have 
been standard equipment in banks 
for a generation. The same excel- 
lence of construction and depend- 
ability that have won universal 
acceptance are built into Monroe 
Listing and Monroe Bookkeeping 
machines. 


: 


Some distinctive 
advantages 


Monroe Minus Bar—makes possible 
instant correction in any register or 
position on the form. 


“Velvet Touch” Operation—speeds, 
simplifies and makes the work easier 
for the bookkeeper. 

Fast Insertion of Forms—a remark- 


ably simple earriage, engineered for 
easy, fast, exact insertion of forms. 


Gliding Carriage Tabulation — Re- 
duces noise and vibration to a mini- 
mum, 
Fully Visible Carriage—all posted 
amounts are visible at all times. 
Automatic Balances and Totals--all balances and all vertical totals are automatic. 
High Speed— Monroe Bookkeeping Machines cycle and print as fast as Monroe 
Adding Machines. 
Compact Size—through fine engineering and metallurgy unnecessary weight 
and size have been eliminated. 


“Unitized” Operation—machine, desk, light, tray and chair positioned for 
maximum efficiency. 


Programs Changed Instantly —in a few seconds you can program this machine 
for Commercial Posting, Proof Pay, Deposit Proof or Savings. 


A Unique Adding Machine—instantly converted to an adding machine unique 
in that it produces automatic group and grand totals. 









More From Service Charges And 
Investments Than From Exchange 


The bankers quoted here, in listing their reasons for opposing 
exchange charges, almost unanimously agree that non-par bank 
profits would be increased by the elimination of exchange. 


Country Banks Can Make More 
From Investments Than From 
Exchange 


BELIEVE the parring of bank 

checks should be made universal. 
Less than 14% of the banks in the 
country now make this charge. 

It is to my mind encouraging that 
86% of the banks do not make the 
claim that it will take a gift, a gra- 
tuity, a grant, or a subsidy to enable 
them to remain in business. 

The very head and front of the 
vocal 14% minority, in my opinion, 
are the bankers in small cities of less 
than 100,000 population. The proof 
of this will be made apparent by 
breaking down the deposits of such 
banks. It will be found their country 
bank balances average around 50% 
of their total deposits 

These small city bankers tell their 
country correspondents that they 
cannot live in small communities 
without exchange. If the country 
banks would take the difference be- 
tween their legal reserves and the 
enormous balances the city bankers 
hoodwink them to keep with them 
for the consideration of absorbing 
exchange charges and invest this 
difference, they could pay dividends 
from the investments. The city 
bank’s profit of course comes from 
doing this very same thing, invest- 
ing his depositor’s balances.—J. R. 
McCravey, chairman of the board, 
Bank of Forest, Forest, Mississippi. 





The Customer Relations Angle 


Personally, and my approach- to 
this is from the angle of the small 
country bank, I am opposed to the 
charging of exchange on cash letters, 
and consider it just a legalized form 
of extortion. I believe every bank 
in Michigan is on the par list, and 
we have lots of small country banks 
in this state too, and they seem to be 
doing all right, so I see no justifica- 
tion for the plea that this exchange 
income is the salvation of many 
small banks. 
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Statements By 


J. R. McCRAVEY 


Chairman of the Board, Bank of Forest, 
Forest, Miss. 


L.L. MANN 


Cashier, Clark County National Bank, 
Clark, So. Dak. 


Hy C. JONES 


Cashier, First Bank of East Prairie, 
East Prairie, Mé. 


H. D. TODD 


Secretary-Manager, Billings Clearing House, 
Billings, Mont. 


W.H. LEISER 


Cashier, Citizens State Bank, 
Ontonagon, Mich. 


If the mere collection of this ex- 
change keeps them in the picture, 
then they have no place in the eco- 
nomic scene. They are just following 
this pernicious practice, and receiv- 
ing this income because they do it 
with, as they say, “the least disturb- 
ance of customer relations.” 

There is no more work involved 
in paying for these cash letters by 
draft (for which non-par banks 
charge) than there would be in issu- 
ing a draft to pay for currency to 
cash these same checks at the win- 
dow for which non-par banks do not 
charge. 

A bank, wherever it is located, is 
engaged in serving its community, 
for the benefit of that community, 
and that particular community 
should bear the burden of keeping 
the bank going. 

With standardized procedure, 
there isn’t too much work involved. 
We have only three people working 
here and are not overcrowded for 
work. 

On the issue of the exchange ab- 
sorption itself, there can be no mis- 
conception about this subterfuge of 
paying a depositing bank in some 
way for the maintenance of the ac- 





count, call it interest, or what have 
you. I believe it was the intention 
of the Banking Act of 1936 to pro- 
hibit the payment of such tribute.— 
W. H. Leiser, cashier, The Citizens 
State Bank, Ontonagon, Michigan. 


Depositors Are Willing To Pay 
A Service Charge 


The exchange charge made by 
non-par banks has been an enigma 
for years, has contibuted to un- 
favorable public relations toward 
banks, has created ill feeling among 
bankers themselves, and conse- 
quently, for the good of banking, 
should be abolished. 

The practice of charging exchange 
by the non-par banks leads to con- 
fusion, and additional clerical work 
and expense. 

The absorption of exchange by 
correspondent banks has merely 
aided as a “cover up” for the non- 
par banks, in that the payee or 
drawer of the check never knows 
that less than par has been remitted. 

If a charge is to be made, it should 
be to the drawer of the check and 
not the payee or last endorser. De- 
positors are willing to pay a reason- 
able service charge and now is an 
opportune time to install such 
charges. Charging exchange on its 
own checks is the lazy way of get- 
ting revenue. 

We do not believe that an honest 
effort has been made by the non- 
par banks in making a survey to 
ascertain if reasonable _ service 
charges could be substituted for the 
exchange charges. 

We do not believe denial of these 
exchange charges would force any 
banks out of business. Iowa and 
Nebraska have passed laws com- 
pelling par clearance and no banks 
have been forced to close in those 
states because they no longer collect 
exchange. 

If absorption of exchange is legal- 
ized, it will be used as an induce- 
ment with which to gain country 
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$100,000,000 


Lasting solutions to the problems of reconversion, plant-rehabili- 
tation, taxation, introduction of new products and expansion of 
plants and markets all must rest on a base of sound and adequate 


capital. 


As one of the largest investment banking organizations in the 
country, The First Boston Corporation within the recent past, 
either alone or in association with others, has underwritten 


new corporate security issues ranging from $200,000 to over 
$100,000,000. 


Obtaining capital for well-managed and growing American 
corporations—and designing sound capital structures to meet the 
competitive conditions that lie ahead—are primary functions of 


this nationwide organization. 


A discussion with executives in our Boston, New York or other 


offices might prove most timely and involves no obligation. 


FIRST BOSTON 
CORPORATION 


100 Broapway, New York Executive Offices OnE Feperat Sr., Boston 


PHILADELPHIA CHICAGO SAN FRANCISCO 


BUFFALO CLEVELAND HARTFORD PROVIDENCE RUTLAND SPRINGFIELD 





¥ FAST, ACCURATE 
TOUCH OPERATION 
—only 10 adding 
keys 


J EVEN FLOW OF WORK 
—machine has 


high speed action 


¥ CHECKS SORTED 
AUTOMATICALLY 


¥ NO HAND SORTING 
—operator fatigue 
reduced to a 


minimum 


¥ CHECKS ENDORSED 
—as a by-product 
of proof work 


¥ 12 OR 24 TAPES 
—no re-listing 
of checks necessary 


Exclusive advarilege o the \BN 
PROOF MACHINE WILL 200ve 
THEIR VALUE IN YOUR BANK 


An investigation will show you how 
your bank and your customers will 
benefit from this modern check- 
proving method. Phone, write or 
visit a nearby IBM office today. 


——— IBM ——— 


INTERNATIONAL BUSINESS MACHINES CORPORATION 


WORLD HEADQUARTERS BUILDING, 590 MADISON AVENUE, NEW YORK 22, N. Y. 
, BANKERS MONTHLY 





Se i'1 =we © © Mm ast a 


a 


of rm Oc ma 


ag 





ILY 






bank accounts by city banks, even- 
tually resulting in the “buying of 
business” at excessive prices, a 
practice which we believe contrib- 
uted to the failure of many banks 
in the twenties—H. D. Todd, sec- 
retary & manager, Billings Clearing 
House Association, Billings, Mon- 
tana. 


A Non-Par Banker Dislikes 
Exchange 


This is a non-par bank but we do 
not pay any attention to the ab- 
sorption of exchange by our corre- 
spondent banks. We do business 
with them because we like them. 
They are conducted by good men 
and give us good service. 

While we do not par our checks, 
I am not in agreement with the 
practice. The banks in this territory 
are non-par and they rely on these 
charges as a matter of revenue 
which I believe should be taken 
from a different kind of charge. I 
cannot reconcile myself to the belief 
that it is fair to penalize the holder 
of a check as the person to whom 
the debt is owed rather than the 
maker or person who owes the debt. 
—Hy. C. Jones, cashier, First Bank 
of East Prairie, East Prairie, Mis- 
souri. 


Small Banks Make Profits Without 
Exchange Charges 


There are a lot of small national 
banks making a living because they 
get service charges from their own 
customers. There are also state 
banks on the par list that operate 
the same way. To my way of think- 
ing, the customer should pay his 
way. 

Of course, it is easier to get ex- 


There’s A Better Policy 
Than Charging Exchange 


1. Country bank balances with 
city correspondents which ab- 
sorb exchange charges could be 
invested more profitably. 


2. A bank, wherever it is lo 
cated, is engaged in serving its 
community for the benefit of that 
community and that particular 
community should bear the bur- 
den of keeping the bank going. 

3. It was the intention of the 
Banking Act of 1936 to prohibit 
the payment of tribute for de- 
posits—call it absorption or in- 
terest. 

4. The practice of charging ex- 
change by the non-par banks 
leads to confusion, and addi- 
tional clerical work and expense. 


5. It is not fair to penalize the 
holder of a check since the maker 
is the person who owes the debt. 


6. Small banks make profits 
without exchange charges. 


7. Depositors are willing to pay 
a service charge. 





change from the person you do not 
have to face, but I never liked that 
way of doing business. 

Some states have passed laws for- 
bidding the charging of exchange 
on checks, and there is agitation in 
more states to do the same thing.— 
L. L. Mann, cashier, The Clark 
County National Bank, Clark, South 
Dakota. 
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What Customers Don’t 
Know About Your Bank 


The president of a Michigan bank 
once asked the editor of Bankers 
Monthly to talk to his local rotary 
club about banking. In order to 
determine what information the 
rotary club might appreciate, the 
editor wrote a list of six questions 
and asked all of the rotary club 
members to answer those questions 
in writing before he spoke. 

The questions and a few typical 
answers are as follows: 

1. What is the difference between 
a state and a national bank? 

A state bank is located in a 
stated location. A national bank 
can do as it damn pleases. 


October, 1945 


A national bank must abide by 
U. S. regulation and naturally be 
a stronger institution while states 
have varied rules and state char- 
ters. 
Difference in supervision. 
2. Why does a good bank main- 
tain a surplus and reserve? 
In order to pay their help. 
I'll bite. Why does it? 
In order to meet its depositors’ 
demands for cash. 
3. What is the difference between 
surplus and undivided profits? 
Never had any surplus—there- 
fore no profits. 
Mythical terms for money cred- 
ited to certain accounts on the 
books, the real value of which is 


not there when the bank gets in 
difficulty. 


Surplus is, generally speaking, 
not subject to distribution as cash 
dividends, Undivided profits are. 
4. Did you ever ask an officer of 

your bank what the bank’s loan 
policies were? 

They said no. 

Yes. 

No. 

No. 

5. Did you get a clear cut answer? 

You’re damn right. 

No. 

No. 

6. Did you ever ask an officer 
other questions in an attempt to 
determine the success with which 
your bank is managed? 

Very negative. 

Yes. 

No. 


While some of these answers were 
supposed to be jokes, if you think of 
them seriously you will realize that 
many bank customers do not under- 
stand some of the most fundamental 
and important facts about the bank 
with which they deal. This, of course, 
is an indication of the information 
we ought to be giving to the bank 
customers through advertising or 
through little folders mailed with 
statements. 





Irrigation Encouraged By 
Liberal Loan Policy 


It is our practice to encourage 
farm improvement wherever prac- 
ticable by offering to assist in the 
purchase of fertilizers or other 
ground conditioners. Offers to fi- 
nance the installation of portable 
irrigation systems, for example, 
have proved of great value to farm- 
ers in western Oregon where we 
frequently have long, dry summers. 
We also assist in the purchase of 
additional land when it seems ad- 
visable for a farmer to acquire it in 
order to properly round out his 
operations. 


We sell these services by an active 
public relations program which con- 
stantly attempts to acquaint the 
public with how it can profit by 
dealing with our bank. Our willing- 
ness to help farmers is frequently 
advertised in the newspapers and 
over the radio and our officers take 
an active part in the meetings of 
farmer organizations.—H. A. Weiss, 
assistant vice president, The United 
States National Bank of Portland, 
Oregon. 


Credit is an individual, 
group matter. 


not a 
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If you were a teller and the cashier asked you 
to give him a total of your cash items, which two 
of the following would you include? 


a. Matured certificates of deposit; b. Note notices; ¢. Currency; 
d. Bank money orders. 


v4 If you were working ina bank in New York City 
and were asked to sort from a batch of checks 

all those in your federal reserve district, you would 

select transit numbers with certain prefixes only. 

Which one of the following prefixes would you sort? 
a. 211; b. 1; ¢. 311; d. 121; e. 614. 


Which of these amounts can be paid with four 
coins—all different? 


a. $.90; b. $.80; ¢. $1.55. 


4 | How many nickels in 13 rolls? 
a. 600; b. 520; ¢. 620; d. 640. 


Each of the following amounts can be paid with 
the same number of pieces of currency—each a 

different value; how many pieces? $38; $68; $118. 
a. 5; b. 4; ¢. 3; d. 2. 


fa In whom is invested the power to operate and 
manage the bank according to law? 


a. The stockholders; b. The president; ¢. The board of directors; 
d. The cashier. 


Which of the following items should be dishonored 
by the drawee bank and returned to the bank from 
which they were received? 


a. No endorsement; b. Account with a balance under $100. 


In what Federal Reserve District is Seattle, Wash- 
ington? 
a. 9; b. 10; «. 11; d. 12; e. 13. 


There are some countries whose monetary unit 
should be familiar to those who work in banks. 
What is the monetary unit of England? 


a. Pound sterling; b. Dollar; ¢. Franc. 


What is the name of the bank holiday which occurs 
on the 11th (or the 12th if the 11th is a Sunday) 
of one of the months in all states? 


a. Armistice Day; b. Lincoln's birthday; ¢. Good Friday. 


If a borrower, without a credit rating, had no 

collateral except a large quantity of new rope on 
his own premises, which of the following type of loan 
would be safest for the bank? 


a. Open line; b. Field Warehouse; ¢c. Real Estate. 


One of the following can be entered on a multiple- 
key machine with only one depression with one 
hand. Which one is it? 


a. 10.77; b. 123.00; ¢. 10.88; d. 10.99 
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ik] Which two of the following would be included 
under the heading on a bank’s financial statement 
which read: “Income earned but not collected”? 
a. Interest on notes which has been earned, but is not yet due; 


b. Rentals due from tenants in the bank building; ¢. Notes which 
have been written off as uncollectible. 


H 4 Every person negotiating an instrument by deliv- 
ery warrants (among other things) that: 
a. The instrument in question is valid only within the state in 
which it is issued; b. He had no knowledge of any fact which 
would impair the validity of the instrument or render it valueless; 
c. He relieves himself of all responsibility as to the genuineness of 
the instrument in question. 


Which one of the following are not negotiable 
instruments? 


a. Deposit ticket receipted; b. Note payable to bearer; ¢. Stock 
certificates indorsed in blank; d. Bond coupons. 


Which one of the following are federal govern- 
mental agencies? 
a. American Bankers Association; b. Financial Advertisers Asso- 
ciation; ¢. Investment Bankers Association; d. Securities and Ex- 
change Commission. 


Is it good practice for a safe deposit box renter to 
leave his keys in the lock while he takes the box 
to a booth? 
a. This is common practice; b. It doesn’t matter as long as the 
box is in his possession; ¢. The customer’s keys should never be 
left in the lock when he is out of the vault. 


Do some banks charge their own depositors a fee 
- for each deposit made? 


a. Yes; b. No; ¢. That is against state laws; d. Federal laws 
prohibit it. 


Which of the following unpaid items classifies as a 
receivable? 


a. Officer’s expense account; b. Accrued interest on municipal 


bonds. 


Which of the following should be done by paying 
and receiving tellers? 

a. Stamp all deposit tickets with teller’s stamp; b. Initial in ink 
all entries in passbooks; ¢. Release account information to anyone 
making inquiries; d. Compare name in passbook with name on 
deposit ticket. 


Circle the letter indicating the answer you believe 
is correct. Grade yourself as follows: 
18, 19 or 20 Very Superior 
15, 16 or 17 Superior 
12, 13 or 14 Good 
8, 9, 10 or 11 Average 
5, 6 or 7 Poor 
2, 3 or 4 Very Poor 

We shall be glad to receive comments on this list 
of questions and suggestions for future questions. 


(Answers on page 478) 
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Piped from nearby volcanic boiling springs, natural hot water now heats homes and greenhouses in 
Reykjavik, Iceland’s capital. Wells sunk in lava beds are delivering 58 gallons of water per second at 170° F. 


EYKJAVIK formerly used im- 
ported coal for heat. The war 
made this fuel almost impossible to 
get. But all that was needed for an 
unlimited supply of hot water was 
a pipe line. Through The National 
City Bank of New York the neces- 
sary financing was arranged for 
the purchase of equipment in the 
United States. 

Sound business like this—all 
over the world— is constantly 
being helped by National City’s 
World Wide banking sys- 
tem. It is the clearing house 
for first-hand information on 
markets and credits, agents 


and sources of supply in every 
commercially -important area of 
the globe. 

First U. S. national bank in 
the foreign field, National City’s 
overseas’ staff is many times 
larger than that of any other 
American bank. These facilities— 
backed by 31 years’ experience 
in promoting world trade and 
more than 133 years of practical 
banking experience — are avail- 
able to exporters and importers 

everywhere. To get the full 
story, talk to National City 
officers at Head Office or 
Branches. 


THE NATIONAL CITY BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


. 65 Branches in Greater New York 


First in World Wide Banking 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Heating Iceland 


ACTIVE OVERSEAS BRANCHES 


ARGENTINA 
Buenos Aires 
Flores 
Plaza Once 
Rosario 


BRAZIL 
Rio de Janeiro 
Pernambuco 
Santos 
Sao Paulo 


CANAL ZONE 
Balboa 
Cristoba! 


CHILE 
Santiago 
Valparaiso 


COLOMBIA 
Bogota 
Barranquilla 
Medellin 


CUBA 
Havana 
Cuatro Caminos 
Galiano 
La Lonja 
Caibarien 
Cardenas 
Manzanillo 


Matanzas 

Santiago 
ENGLAND 

London 

117, Old Broad St. 

11, Waterloo PI. 


INDIA 
Bombay 
Calcutta 


MEXICO 
Mexico City 
PERU 
Lima 
PHILIPPINE 
ISLANDS 
Manila 
PUERTO RICO 
San Juan 
Arecibo 
Bay amon 
Caguas 
Mayaguez 
Ponce 
REPUBLIC OF 
PANAMA 
Panama 
URUGUAY 


Montevideo 


VENEZUELA 
Caracas 





These Rules Reduce Safe Deposit Dangers 


A detailed analysis of the duties of safe deposit management and 
a time-proved set of rules for efficient safe deposit procedure is pre- 
sented in this second article in the series on safe deposit practices. 


N THE first article, I tried to ex- 

plain the distinctive legal rela- 
tionship existing between the box 
renter and the bank or safe deposit 
company. I tried to emphasize some 
of the hazards and liabilities of the 
business. 

Irrespective of how we define that 
relationship, we must keep in mind 
the fact that the safe deposit busi- 
ness has two major obligations im- 
posed upon it. 

1. To use all reasonable measures 
to guard access to the safe deposit 
box so that there shall be no loss 
of property. 

2. To safeguard the rights of the 
box renter; his right of free access 
to his box, the right to control ac- 
cess, and the right of privacy. 

Certain rules must be followed 

‘consistently if we are to properly 
guard access to the safe. First, there 
are rules of operation—which may 
vary somewhat because of condi- 
tions but have basic principles 
which should be adhered to in any 
circumstance. 

1. The vault is to be opened and 
closed each day in the presence of 
at least two persons. 

2. The time clocks should be 
wound by an officer or manager and 
should be checked by a second per- 
son before closing. (Correct time 
should be verified before clocks are 
wound.) 

3. A daily record should be kept 
which gives the date and the hour 
the clocks are wound and certified. 

4. If there is an alarm system, the 
same procedure should be followed. 
Both records should be initialed by 
the persons charged with the re- 
sponsibility. 

The reason for this precaution is 
to be able to prove that every possi- 
ble step is taken to make it impos- 
sible for any one person to arrange 
for opening the vault at any time 
but the appointed hour. A record of 
opening would complete the essen- 
tial record if a claim were ever made 


By HARVEY J. JUHRE 


Buffalo Trust Office, Marine Safe Deposit Co., 
uffalo, New Yor 


that an officer or employee who con- 
trolled the opening and closing of 
the vault was able to enter the vault 
alone. 

The vault gate must not be left 
open. The inner grille gate (if kept 
closed) is an added protection. The 
larger vaults also employ a guard 
or doorman. The latter precaution 
may seem to be a luxury and it is 
doubtful if any court would hold 
that a vault in a gmaller community 
was negligent if they did not have 
an employee in this capacity. But, if 
other banks under similar condi- 
tions considered the protection nec- 
essary, it is likely that custom would 
prevail if an issue were made ina 
negligence claim. 

The value of keeping the vault 
gate locked and, in the absence of a 
guard or doorman, the grille gate as 
well, is obvious. By its proper use, 
you can keep those who have no 
business in the vault from entering 
and can afford protection to your 
box renters who are using their 
boxes in the coupon rooms. 


Guard Key Protection 


The guard key or preparatory key 
is the working tool of the safe de- 
posit department and its importance 
must never be minimized. It must 
be kept at all times under the care 
of the official in charge of the vault 
and should be accounted for every 
day before closing. This key should 
never be taken from the department 
and should not be left hanging on a 
hook or left in an unlocked drawer 
where it will be accessible to em- 
ployees not entitled to its use—or 
to the public. 

The guard key or preparatory key 
has many names but the word mas- 


ter key should never be used in 
referring to this key. It simply sets 
or prepares a given number of tum- 
blers and the renter’s key is neces- 
sary to release other tumblers so 
that the lock will open. 

A bank in Rhode Island had a 
lawsuit over a safe deposit box. The 
bank’s lawyer used “Master Key” 
instead of “Preparatory Key” in 
describing the procedure of opening 
the safe. The judge was forced by 
this mistake to assume that the bank 
had access to, and therefore control 
over the contents, and rendered a 
decision which now allows a writ of 
attachment on a bank account to 
extend to a safe deposit box.” (From 
report of the Connecticut Safe De- 
posit Association. ) 

Two keys should be handed a new 
renter, never less, and only in rare 
cases, more than two. If it is expe- 
dient to issue more than two keys, 
a record should be kept. When the 
safe is surrendered, the additional 
keys should be destroyed in the 
presence of at least two persons and 
a record kept, properly witnessed. 
I believe it advisable to keep a rec- 
ord of the number of keys returned 
when safes are surrendered, and if 
only one key is surrendered, a rec- 
ord of the second key, when it is 
returned. 

This record can be kept so that 
return of a third key could immedi- 
ately be detected. Most contracts 
state that receipt of the two keys is 
acknowledged by the renter. In spite 
of this precaution, if the renter re- 
ceived only one key, and later, if a 
claim were made that property was 
missing, and he could prove that 
fact, you could not hide behind your 
contract in proving you did not re- 
tain a key to the rented box. 

If a third key for a cancelled box 
should come into your possession, 
destroy it immediately in the pres- 
ence of a witness and make a proper 
record. 

All lock and key changes should 


Always refer to the bank's key as “The Guard Key” — never call it a “Master Key.” 
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Balancing industry’s check book—without war contracts 
—is the sweeping readjustment miracle expected of our 
financial institutions. With the prospect of five to eight 
million unemployed during the reconversion period, all 
America is looking to the banking industry for speedy 
assistance in solving changeover problems. a ees 
In providing blanket bonds and other types of insur- i (i iv: 
ance protection to the leaders of this great prosperity — 4 


ilding industry, we are “Serving the Leaders”. pe egep bey 
building ry, “ GENERAL LIABILITY 


AUTOMOBILE LIABILITY 


). 


HOLD-UP 


UNITED STATES — | =| eco 
GUARANTEE COMPANY | ff | aa. 


NEW YORK CITY 


RESIDENCE AND BLANKET BONDS FOR 
FIDELITY SURETY CASUALTY MERCANTILE BURGLARY | FINANCIAL INSTITUTIONS 


{viaticn Insurance through Associated Aviation Underwriters 
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be recorded to make sure the change chances of any duplication are elim- 
was made and to eliminate the pos-__ inated. 
sibility of the same keys being is- 

sued for the same box a second time. 

In my opinion, a card record is the When & Key te Lost In the event both keys are lost, if 
most practical method as all changes When a box is surrendered, or a your vault is properly operated, it 
are immediately visible and the renter reports one key lost, the lock becomes necessary to forcibly open 


and keys should be changed and a 
record made. When change in access 
is made it is also desirable to change 
lock and keys. 


GENERAL RULES FOR SAFE DEPOSIT OPERATION 


1. Customers must not be 
left alone in the vault. 

2. Boxes should not be 
opened nor papers examined 
in the vault, but only in the 





person in charge at once and 
a record of the finding should 
be filed. Written receipts 
should be required when 
delivery is made. 





¢¢ 


po 
rooms provided for such pur- 1]. If a renter removes a at 
poses. box from the premises, he 4: 
3. Always lock and unlock should be required to write a be 
safe deposit boxes in the pres- removal note on the access an 
ence of the customer. When slip. When the box is returned, de 
carrying boxes to and from a similar record should be 
the coupon room, keep the box made. Se 
constantly in view of the cus- 12. All attendants must be S, 
tomer. This avoids a claim that notified at once of change of pn 
you extracted a part of the access. a 
contents. 13. The affairs of the safe se 
4. Do not permit the cus- deposit department and of its hi 
tomer to leave his key in the renters should be confidential. ~ 
lock when he goes to the Information concerning rent- 
coupon booth. ers, their names, number, or size of boxes, pl 
5. The customer should insert his own key addresses, and the like, should not be given me 
in the lock. to anyone not entitled to the information. Such di 
6. Do not stand near a customer operating § requests should be referred ‘to the official in . 
a combination lock. charge. - 
7. Do not permit a customer to leave his 14. No information regarding a safe de- ac 
box in the coupon room when he leaves the __ posit box should be given over the telephone. al 
room for any reason. 15. Never hold customers’ keys in your ia 
8. After giving access, be sure the box is custody for any reason. b. 
locked before the customer leaves the vault. 16. Remember, that no matter what the 
It may be locked open if you wish. standing of your renter is in your community, n 
9. Access slips should be signed by per- or how well you know him personally, it is 
sons Claiming right of access to a box and not safe to break any of the rules under which 
should be checked with signature records and you operate. Your renter may be all you 
stamped with the date and time of entry. The _ believe he is, and because of friendship might 
facts which should appear on the slip are the |= even protect you if you err, but if he dies and 
box number, the initials of the attendant his legal representatives take title to the box, 
checking the right of access, and the name of they may take the attitude that the rule you 
the person who released the lock. The number __ broke for the renter you knew so well, resulted 
of the coupon room used by the renter should in a loss and amounted to negligence on your 
also be recorded. The coupon room should be __spart. 
examined immediately after each occupancy 17. Care must be taken to be certain that 
and the initials of the examiner should be part _the property of a decedent is not released 
of the information on the slip. until tax claims are met. The box of a decedent. 
10. Articles found in coupon rooms or renter should be sealed for tax inspection and T 
within the vault should be turned over to the for a waiver from the Tax Department. n 
h 
F 
be 
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The ordinary alphabetic index is 
often inadequate as a reference to 
numerically filed signature and ac- 
count ledger cards. These indexes are 
in constant daily use for such pur- 
poses as cashing checks, stoppage, 
attachment or trusteeing of accounts, 
credit verification and especially to- 
day, War Bond redemptions. Yet 
because they fail to provide for vari- 
ant spellings of names, they invite 
delay and expensive errors. 

Twelve years ago our Installation 
Service set up this index to cus- 
tomer’s numbers for the Dorchester 
Savings Bank, one of the pioneers in 
positive identification methods. It is 
a CHAINDEX-SOUNDEX system, still 
serving effectively though depositors 
have almost doubled in number, and 
it is more than equal to the demands 
of bond redemption control. 


Soundex removes the hazards im- 
plicit in alphabetic files by grouping 
names according to their sound. Hun- 
dreds of surnames are spelled in as 
many as 20 or more different ways, 
yet Soundex gathers all spellings of 
each name in one place. The right 
account and signature card is easily 
and quickly located with positive 
assurance. Observance of this instal- 
lation has led a number of other 
banks to adopt the same system. 


Full details are available from our 
nearest Branch Office. 


Vinseadt 
LUEETatt 


NAVAVALAAR 
NAVVAVVALALA 
NAAWANLAAVALAL 
NVAAVAVLAAAAUR 
AAVAAAAAAL AAD 
ANAVAVAVAL URAL 
\\' 


The Dorchester customer index is located 
next to the ledger record, convenient for 
all employees. The four Kardex cabinets 
have a capacity of 164,700 one-line cards. 
From one to five lines of typed matter can 
be shown visibly on Chaindex. 
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It BANISHES the 
‘wrong name’ danger! 


















































A CHAINDEX-SOUNDEX customer 
list prevents costly confusion 
for the DORCHESTER SAVINGS BANK 
$72 Columbia Road, Boston 25, Mass. 


SOUNDEX is a simple three-letter code system of indexing 

A that brings together in a file all similar-sounding names and 
variant spelling of identical names. It provides single-reference 
finding that eliminates a major source of error. 


CHAINDEX provides for the easy compilation and main- 
4 tenance of constantly changing lists to which there is con- 
tinuous reference. Patented die cut cards are “chained” 
together in visible alignment for easy, rapid, positive reference. 


SYSTEMS DIVISION 


REMINGTON RAND 


315 Fourth Avenue, New York 10, N. Y. 


COPYRIGHT 1945, REMINGTON RAND INC, 
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Latest Quotaticns 
Prompt Execution 


Our direct wire connections, both telegraph 


and teletype, assure correspondent banks of 
utmost efficiency in the purchase and sale of 


U. S. GOVERNMENT BONDS 
TREASURY BILLS 
CERTIFICATES OF INDEBTEDNESS 
TREASURY NOTES 


Inquiries are invited 


Telephone Franklin 6800—LD 92-93-313 
Teletype CG 987 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





the box. This should never be done 
except in the presence and on the 
order of the renter or his authorized 
agent. , 

Orders for single keys to replace 
those lost should be made through 
officials in charge of the vault and a 
proper record should be kept of all 
changes of this character. If an en- 
velope is received in the mail which 
appears to contain keys, the enve- 
lope should be opened in the pres- 
ence of a witness, and if it contains 
keys to safe deposit boxes, it should 
be resealed under the signatures of 
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two persons who are present. 
Should the keys be accompanied 
by a letter surrendering the safe and 
the renter has left the city, there 
are two courses open. One is to re- 
turn the sealed envelope and request 
the renter to call personally, and the 
second is to request him to appoint 
a local agent to remove the contents 
and effect surrender of the lease. 
An alternative would be to open 
the box in the presence of several 
witnesses, one of whom might be a 
notary public or an officer of the 
state, and permit the latter to in- 


ventory the contents and seal it 
properly. 

The contents should then be for- 
warded to the renter by registered 
mail or express. It should be insured 
and a duplicate list of the contents 
—with the request that the copy be 
returned bearing his acknowledge- 
ment that the property was received 
and represented the complete con- 
tents of safe number , which 
had been surrendered by him, 

The records signed by the wit- 
nesses at the time the safe was 
opened, the surrendered rental con- 
tract, and the renter’s acknowledge- 
ment provide adequate evidence to 
protect the bank against further 
liability. 


Drawee Banks Assume 
That Payee Banks 
Know The Payee 


One of our readers asked: “Is it 
okay to pay a check payable to 
Laurence Schwartz, endorsed by 
L. M. Schwartz, provided it was 
handled by a bank which stamped 
it. ‘Prior Endorsements Guaran- 
teed’?” 

An attorney for a large bank who 
handles many cases of this sort 
gives the following answer to that 
question: “It is safe to pay a check 
payable to Laurence Schwartz, en- 
dorsed by L. M. Schwartz, if the 
endorsement is guaranteed by the 
bank that cashed the check for 
Schwartz. It is the payee bank that 
must be specially careful. If it 
should pay the money to the wrong 
man, it would be the payee bank’s 
loss.” 

The same banker asked the fol- 
lowing question: “Is it okay to pay 
a check payable to the Schwartz 
Quality Store and endorsed by L. 
M. Schwartz when the endorsement 
is guaranteed by the payee bank?” 

Our bank attorney friend says 
that this is more risky. The phrase 
“Prior Endorsements Guaranteed” 
apparently guarantees only that the 
signature of L. M. Schwartz is au- 
thentic. It does not guarantee that 
L. M. Schwartz is the owner of 
Schwartz Quality Store, and has 
authority to endorse checks for the 
store. It would be wiser to return 
a check of that sort for proper en- 
dorsement. 

It is true that most banks refuse 
to cash a check unless it is endorsed 
exactly as made out. However, the 
attorney said that the bank which 
cashes the check for the payee is 
supposed to know the payee and to 
know that L. M. Schwartz is Lau- 
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rence Schwartz and the man to 
whom the money is properly paid. 
The bank stamp saying “Prior En- 
dorsements Guaranteed” is to be 
interpreted that way. 


Exchange Unfair To 
Par Collecting Banks 


If non-member banks can make 
a living in such sparsely settled 
states as New Mexico, Colorado, 
Utah, and Arizona, without resort- 
ing to the imposition of exchange 
charges on their own checks, then, 
certainly there is enough legitimate 
banking business in our Southeast- 
ern states for our banks to do like- 
wise. 

Many non-par banks do not im- 
pose service charges on their own 
customers, who are the ones who 
should bear the cost of operating 
the community bank, but impose a 
charge on customers of other banks 
for paying and remitting checks 
drawn on themselves. This is a 
vicious practice. 

An attempt was made to arouse 
the sympathy of members of the 
House of Representatives to the 
plight of the little banks, which 
would fail if the earnings from ex- 
change charges were removed. Ap- 
parently no ‘attempt was made to 
explain the plight of the banks, 
large and small, whose earnings 
were being depleted by the practice 
of absorption of exchange to swell 
the profits of the non-par banks. 
This is the situation in North Caro- 
lina. . 


Business houses are now asking 
that invoices be paid with a check 
payable at par. If the depositor is of 
sufficient importance, his non-par 
bank will pay his checks at par, and 
distinctions are made between de- 
positors in order to hold accounts. 
There are instances in this state 
where customers are permitted to 
draw checks on non-par banks, pay- 
able at par, while others are refused 
this privilege. 

Non-par banks are soliciting busi- 
ness in North Carolina on the basis 
of absorption of exchange. That is, 
a customer of a member (par) bank 
is told that if he will move his ac- 


count to a non-par bank that the | 


cost of collecting non-par items will 
be absorbed in proportion to the 
size of his balance, and, in some in- 
stances, no service charge is made. 
That is manifestly unfair competi- 
tion, and non-par banks are taking 


advantage of the situation to gain | 


business at the expense of par banks. 


—N. S. Calhoun, president, Security 


National Bank, Greensboro, N. C. 
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THE NEW “Ondowoqtap 


ee 


Every Proof and Transit Department Needs This 
ALL-PURPOSE, CHECK ENDORSING MACHINE 


The new Endorsograph provides all-purpose usefulness obtainable with 
no other endorsing machine. It may be used for straight endorsing or in 
conjunction with an adding or posting machine. And it is the only en- 
dorsing machine, that can be used in combination with bank model microfilming 
machines to endorse checks automatically after being photographed! 


Endorsograph’s flexible feed permits selective positioning of the en- 
dorsement on the check—prevents obliteration of prior endorsements. 
Endorsed checks are stacked in original sequence. The Endorsograph 
has interchangeable printing head cylinder with built-in wheel type 
date unit and numeral wheels for batch identification. Inking unit is 
replaceable—easily cleaned and adjusted for uniform flow of ink. A 
special, patented platen roller, impervious to oils in inks, wears twice 
as long as the usual rubber roller and assures clear, uniform endorsements. 

The Endorsograph has positive printing action. No skipping of 
checks—no double printing. A variable speed control adjusts the oper- 
ational speed of the machine to work in rhythm with other mechanical 
equipment, rendering it adaptable to all check handling procedures. 

These are the important reasons why Endorsographs are used by 
large and small banks. For further information or a demonstration, write 
us or get in touch with your nearest Commercial Controls office. 


MMERCIAL 
NTROLS 


CORPORATION 


Also Makers of Metered Mail Systems 
and Mailroom Equipment 


ENDORSOGRAPH DIVISION rT Wo 


Rochester 2, New York 
Branches and Agencies in Principal Cities 
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Let’s Write Bank Statements 
Which Bandits Can Understand 


HREE bandits recently threat- 
ened the president of an Illinois 
bank with death if he did not de- 
liver $40,000 to them as instructed. 
He reported the matter to the 
police when the threat came the 
second time and a the 


bandits instructed him to carry the 
money to a designated place at a 
certain hour. 

The police reported the matter 
to the F. B. I., and at the appointed 
time and place, 15 F. B. I. agents 
captured the three bandits without 





WONT bh mm 


Some of those deposits of yours are going to 


start paying for new automobiles, refriger- 


ators, washing machines, and all the other 


things that four years of shortage have worn 


out. More of your deposits will go for the 


down payments, and the balance of the pur- 


chase price will be credit—from somewhere. 


Why not from you? Why should your customer go else- 


where to borrow money? We are happy to have any officers 


of our correspondent banks spend some time ‘with us in 


St. Louis, discussing the operation of consumer credit, 


in which we have had 32 years’ experience. 


RESOURCES 


NINTH AND WASHINGTON : 


OVER $50,000,000 


ST. Louis (1) 


any harm to the banker. 

When the bandits were asked how 
they happened to demand $40,000, 
their leader said: “Why, it was 
right there on a big sign in the front 
of the bank. It said ‘Surplus 
$40,000.’ ” 

This is a tragic indication of the 
lack of understanding, on the part 
of the general public, of bank state- 
ments. A more complete bewilder- 
ment, however, was expressed in the 
Chicago Daily News, by Sydney J. 
Harris, a column conductor, a part 
of which was as follows: 

“The other day I studied the 
Statement of Condition I got from 
my bank. On the left-hand side of 
the sheet was an imposing list of 
figures reading: ‘Resources.’ Over 
the right-hand side was another set 
of figures labeled: ‘Liabilities.’ 
Added up, the resources total $29,- 
567,794.73, and when you total up 
the liabilities, they also add up to 
$29,567,794.73. 

“Perhaps I am a little dense about 
financial matters, but it seems to 
me that my bank could be doing a 
lot better than that. If their re- 
sources are no bigger than their 
liabilities, they must be working 
just for the love of the game, and 
hardly earning enough money to 
pay off the mortgage on the bank 
building. 

“Under ‘Liabilities’ they have an 
item called ‘Undivided Profits,’ 
which amounts to $142,336.08. Why 
are these profits undivided? How 
$142,336.08 can be considered a 
liability is beyond me, but that’s 
the way the board of directors 
figures it. Well, if they took this 
dough and passed it out to the de- 
positors, and then the depositors 
put it right back into their savings 
accounts, the bank could then add 
$142,336.08 to its list of ‘Resources’ 
and right away they would be mak- 
ing money. 

“Then there is the little matter 
of ‘Surplus’ which is also consid- 
ered a liability, and runs to $450,- 
000. How can a surplus of almost a 
half million fish be a liability? If 
the bankers were smart, they’d pass 
out $100 bills to all their customers 
every Friday, until the surplus was 
exhausted. The depositors would 
plunk the dough into their accounts, 
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and presto, we have a grand total 
of $592,336.08 to the good.” 

All of this leads us to wonder 
why bank statements have to be 
prepared for the general public in 
the same way that they are pre- 
pared for the accountants of the 
bank supervisory department. Why 
can’t we tell the general public 
about the bank in a way that com- 
mon people can understand? It 
certainly is confusing to almost 
everyone who is not an accountant 
to see surplus, undivided profits, 
and reserves listed as liabilities. 

In the hope that some of our read- 
ers may be willing to think along a 
similar line and give us suggestions 
for new ways of expressing the cur- 
rent financial standing of the bank, 
we suggest the following: 


How Funds In Your Bank Are Used 
To Keep It Safe And Useful 


Customers have deposited $35,103,168 in 
this bank, 

Stockholders have invested $2,365,671, 

Total funds $37,468,839. 

To make it possible for the bank to 
provide financial transactions at a lower 
a to customers and to make a profit 
for stockholders, these funds are used 
as follows: 

U.S. Bonds - - = - - - 
Other Bonds - - - - - - 
Loans - - = 


$17,289,630 
9,267,982 
2,795,600 
36,000 
176,700 
176,823 


Federal Reserve Bank Stock 
Real Estate - - 

Misce llaneous Inv etmente 
Deposits in Other Be inks 


and Cash - - - - = 47,726,104 


$37,468,839 


You will note that the terms 
“Assets” and “Liabilities” are not 
used at all. ; 

Also note that it is made clear 
that stockholders have an invest- 
ment in the bank. We think that is 
important. 

Note also that this statement gives 
the impression that bank services 
are less expensive because the bank 
can make use of the depositor’s 
funds, 

Bankers Monthly shall be glad to 
hear from its friends and we hope 
that many ways of explaining a 
bank’s current financial position 
may be submitted. 


All Kentucky Banks 
Now Pay At Par 


The Federal Reserve Bank of St. 
Louis has announced that all banks 
in Kentucky are now on the par list. 
Kentucky is one of the first Southern 
States to eliminate all exchange 
charges in all banks. 


A profit must be made on each 
safe deposit box rental. 


October, 1945 


FORWARD 
WITH THE WEST 


For more than half a century 
CITIZENS NATIONAL BANK 
has played its part in the gigantic 
development of Los Angeles from a 
sleepy little agricultural village to a 


hive of industrial activity. 


A bank so closely identified with the progress of the West 


Coast over such a span of years, is especially fitted to handle your 


banking requirements. 


We offer you our prompt and efficient 


cooperation as your correspondent bank in this area. 


ESTABLISHED 


CITIZENS 


HEAD OFFICE 
457 SO. SPRING, LOS ANGELES 


NATIONAL 


TRUST & SAVINGS 


1890 


BANK 


MEMBER 
FEDERAL DEPOSIT INS. CORP. 





Posting Time Cut In Half 


I am glad to say that we have 
been using delayed posting for more 
than one year now, and we would 
not go back to the old style “dribble” 
posting. We are still using the same 
number of bookkeepers to post the 
accounts, but we have been able to 
eliminate the service of one filing 
clerk. By using delayed posting, our 
posting time has been cut in half 
and, of course, the errors made in 
posting have been cut in half as well 
as having better looking ledger 
sheets.—Donald C. Slighly, cashier, 
Lakeview State Bank, Battle Creek, 
Mich. 


Imprinted Checks Avoid 
Confusion 
We have our share of confusion 


caused by joint accounts. I believe 
that the one proper way to eliminate 


such confusion in joint accounts 
(and the same in partnerships) is 
to insist that they use imprinted 
checks. 

If a customer should write a check 
other than one with the name im- 
printed on it, they should write in 
the name of the account the same 
as it appears on their imprinted 
checks.—J. F. Mara, Jr., comp- 
troller, Central National Bank, Bat- 
tle Creek, Mich. 
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NOT NEGOTIABLE 


RECEIVED FROM 


194___ 


WINNETKA TRUST AND SAVINGS BANK 


70-503 WINNETKA, ILLINOIS 


70-8503 


WHICH IS TO BE DEDUCTED FROM MY CHECKING ACCOUNT. 


TO BE USED PERSONALLY BY THE 
DEPOSITOR AT THE COUNTER OF 


THE ABOVE BANK. 
TOTAL $ 


In a letter from H. Kay Humphrey, Chairman of the Board of the Winnetka Trust and Savings Bank, Winnetka, 
Illinois, he refers to the counter check reproduced herewith in an interesting way. He says: 

“When I was a teller, I got tired of the depositor who wanted his money ‘just any way’ but who nevertheless 
found that the bills were, one at a time, too large—finally taking change for a nickel. I had wanted to do something 
about it for a long time and now that I have the authority to do such things I have designed the check reproduced 
here, on which the depositor may indicate the number of pieces of each denomination of currency and coins which 


he desires for the check. » 


“It was never my hope that any depositor would actually use the little box at the left end of the check but I did 
hope that some, seeing it, would be encouraged to have their minds made up before they reached the window. It is 
working slowly; indeed, to my surprise, a few depositors actually fill in the amounts.” 


—SPECIALISTS IN— 


United States Government 
Securities 


Federal Land Bank and Other Agency Issues 


Territorial Bonds * Municipal Bonds 


C. J. DEVINE a CO. 


48 Wall Street, New York 5, N. Y. 


Chicago * Boston * Philadelphia ° Pittsburgh * Cleveland 
Cincinnati « St.Louis * San Francisco 


Direct Wires to all Offices 








Partnership Or Corporation 


An important legal distinction 
between a corporation and some 
other form of doing business arises 
at the very beginning of the enter- 
prise. In the case of the individual 
proprietorship, practically no for- 
malities are necessary. The indi- 
vidual is free to set himself up in 
business without expense, con- 
tracts, or agreements other than 
may be required for a state license 
(if the company is to sell liquor, 
for instance), or state registration 
of the trade name under which the 
individual plans to operate. 

In the case of a partnership, the 
only additional formality is the 
drawing up of a partnership agree- 
ment providing for the division of 
profits, the relative burden of 
losses, the extent of each partner’s 
authority, whether or not a part- 


| ner’s heirs will inherit his interest 


any limitation on personal liability, 
etc. 

A joint venture, pool, syndicate, 
or any other enterprise in which 
individuals agree to conduct 4 
temporary or permanent business 
simply by agreement among them- 
selves is treated as a partnership. 

The corporation, on the other 
hand, being a “creature of the 
state,” must comply with all the 
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requirements laid down by its 
creator. Articles of incorporation 
must be drawn up. By-laws must 
be passed. Then, if the corporation 
intends to sell stock to the public, 
stock prospectuses must be sub- 
mitted to the state’s “Blue-Sky” 
Commission, and possibly to the 
Securities and Exchange Commis- 
sion. 

All of these requirements neces- 
sitate the services of experts, and 
incorporation can become a very 
expensive procedure. 

From “Partnership or Corpora- 
tion,” published by Research In- 
stitute of America. 


Delayed Posting 
Reduced Errors 


We set up our delayed posting 
operation in 1931, and although it 
is entirely possible that there are 
other banks which have used the 
method over a longer period of 
time, we established our own 
operating routine, We have made 
no significant changes in the oper- 
ation since its inception. Briefly, we 
use a parallel plan and make two 
runs of work each day. The after- 
noon work is posted on the follow- 
ing morning to both the ledger 
and statement. 

In our experience, there has 
been no inconvenience to the de- 
positor; in fact, I don’t know just 
how he would know anything about 
our bookkeeping methods. We start 
our day’s work in the bookkeeping 
department at 8:45 a. m. The clear- 
ing return hour does not affect us 
greatly since that particular factor 
has no more effect on a delayed 
posting operation than any other 
method. 

We consider our present opera- 
tion to be a decided improvement 
over what we were doing years 
ago. However, the old plan did in- 
volve “dribble posting” and it is 
hardly fair to make comparison 
with a method which is admittedly 
inefficient. 

Our employees were quite 
pleased with the change that was 
made. From time to time, we have 
reviewed all of the various book- 


Warehouse Receipt Loans 
THROUGH 


FIELD WAREHOUSING 


Where working capital is tied up 
in inventory . . . where assets lie 
dormant in, for instance, season- 
al industries, there is opportu- 
nity for larger loans than you can 
make on an open-line credit basis. 

Our Field Warehouse Service 
enables you to make Warehouse 
Receipt Loans by establishing a 
public warehouse right on your 


customer’s own premises. Our 
experience, responsibility, and 
long record of valid bailment can 
extend your lending field safely 
and profitably. 

An operating executive will be 
glad to call and explain the ad- 
vantages of our Field Warehouse 
Service. Send for booklet “W are- 
house Receipts as Collateral.” 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N. Y. 


219 Broad Ave., Albany, Ga. + Healey Building, Atlanta 3, Ga. - 35 Congress St., Boston 9, Mass. « Liberty Life 
Bidg., Charlotte 2, N.C. + 120 So. LaSalle St., Chicago 3, Ill, - National Bank Bidg., Detroit, Mich. - 809 Electric 
Bidg., Indianapolis 4, Ind. - First National Bank Bidg., Memphis 3, Tenn. « 16 South Broad St., Philadelphia 2, Pa, 
Keystone Bidg., Pittsburgh 22, Pa. + 8th and Locust Sts., St. Paul 1, Minn. « Hills Bidg., Syracuse 2, N.Y. 


keeping methods. We haven’t seen 
anything as yet that we like better 
than our delayed posting plan. We 
know that our error record has im- 
proved and that there is an im- 
provement in accuracy inherent in 


One officer in every bank should specialize on a study of 
check forms which will not cause errors in workrooms, and 
he should be the one to order all checks, both for the bank 


and for the customer. 
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the delayed posting plan—A. W. 
Deibert, assistant vice president, 
The National Shawmut Bank of 
Boston, Boston, Mass. 


We have not had much trouble 
with persistent overdrafts. How- 
ever, in a few instances, it has been 
necessary for us to send the offender 
his balance and to eliminate the 
account together with a courteous 
letter advising that we prefer to 
close the account. This has secured 
the desired results —F. J. Cleary, 
vice president, First National Bank, 
Grand Island, Nebraska. 
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Answers To Bankers 
Monthly Quiz No. 29 


a and d. A note notice, of course, 

will not be converted into cash 
and currency is cash so it is not a 
cash item. 


b. 1 is the prefix for the transit 
number of all banks in the city 
of New York. None of the other 
numbers is a prefix used by banks 
in the second Federal Reserve Dis- 
trict of which New York is the 
Federal Reserve bank city. 


ky a. The coins with which 90 

cents would be paid are a fifty- 
cent piece, a quarter, a dime, and a 
nickel. 


b. There are 40 nickels in a 
roll and 13 times 40 is 520. 


a. $38 would be paid with a $20 
— bill, a $10 bill, a $5 bill, a $2 
bill, and a $1 bill. $68 would be 
paid with a $50 bill, a $10 bill, a 
$5 bill, a $2 bill, and a $1 bill. $118 
would be paid with a $100 bill, a 
$10 bill, a $5 bill, a $2 bill, and a 
$1 bill. 


ce. The Board of Directors is 
responsible for all of the trans- 
actions of an incorporated bank. 


SERVICE 
Maintaining an intimate, 
personalized correspondent 
bank service. 


EXPERIENCE 


Officials with years of serv- 
ice in this field, assuring a 
knowledge of requirements 
and valuable assistance. 


POLICY 


To cooperate with out-of- 
town banks rather, than 
compete for business which 
is rightfully theirs. 


GThe 


PUBLIC 
ENE COING 
BANK 


AND TRUST COMPANY 
OF NEW YORK 


ESTABLISHED 1908 


MEMBER 
New York Clearing House Association 
Federal Deposit Insurance Corporation 


The officers are responsible to the 
Board of Directors and are ap- 
pointed by the Board. ° 


a. It is unsafe for a drawee bank 
to honor any item without the 
proper endorsement. 


d. Seattle, Washington, has a 

branch of the Federal Reserve 
Bank of San Francisco which is the 
head office of the 12th Federal Re- 
serve District. 


a. The pound sterling is the 
monetary unit of England. 


a. November 11 is Armistice 
Day and a legal holiday in all 
states. 


b. Read the question carefully. 

It states that the borrower has 
no credit rating and no collateral 
except a large quantity of rope. He 
could not be made an open line 
credit because he has no credit rat- 
ing and he could not be made a real 
estate loan because he has no real 
estate according to the question. He 
could, however, be made a field 
warehouse loan, because the rope 
could be placed in the custody of a 
field warehouse company and then 
it would be adequate collateral if it 
were of the proper value. 


b. The keys for $123 are close 


together on a multiple-key 
adding machine. The others are not. 


iki] @ and b. Some banks have an 

accrual system whereby they 
credit earnings before they are 
actually paid. 


In negotiating an instrument 
by delivery, a person guaran- 

tees he has no knowledge of any fact 

which would make it invalid. 


a. A deposit ticket is not a 

negotiable instrument. It can- 
not be transferred to another person 
as a holder for value under the Ne- 
gotiable Instruments Act. 


d. The Securities and Exchange 
Commission is an instrument of 
the Federal Government. The others 
are voluntary organizations of 
bankers and bank officers. 


c. The customer’s box key, his 
box, and contents are all his 
personal property and it is danger- 





ous for a bank to allow any em- 
ployee to handle any of them. Cer- 
tainly the customer’s key should 
never be left in the lock when the 
customer is out of the vault. 


a. It is common practice with 

some service charge schedules 
to make a charge for a deposit and 
in many cases, charges are also 
made for each item on the deposit. 


sc} b. An expense account would 
be a payable, Accrued interest 
is a receivable. 


a, b, and d. Certainly no teller 


should ever release account in- 
formation to anyone except the 
owner of the account. 


Fewer Errors With 
Delayed Posting 


We have been employing a de- 
layed posting basis in the manner 
outlined below for some months and 
can heartily recommend it in view 
of the benefits which we will at- 
tempt to enumerate. Our local bank 
should be a fairly comprehensive 
test case, since we serve a popula- 
tion area approximately 18,000 per- 
sons and since, in view of the varied 
industries in the area, we have an 
extremely active commercial de- 
partment. 

The manner in which the delayed 
posting is employed in our institu- 
tion is as follows: 

1. In-mail and in-clearing items 
received today are posted as of the 
previous day’s date. 

2. With the above mentioned 
items are added the previous day’s 
counter work. 

3. In other words, the bookkeep- 
ers’ daily run then consists of cur- 
rent day’s clearings, current day’s 
in-mail items, and previous day’s 
counter work. To effect this, clear- 
ings are made each morning at 9:00 
o'clock. 

4. Rejected items can, therefore, 
be returned in the following man- 
ner: 

a. In-mail items on the same day. 

b. In-clearings on the same day 
if desired, but here we have an 
understanding through the Clearing 
House that, in place of necessitating 
the exchange trip by messenger, we 





There Is No Perfect Service Charge 


Someone can pick flaws with every schedule. However, many 
schedules can be simplified, and simplification saves work for 
the bank, pleases the customer, and usually brings the bank 


more income. 
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are allowed to simply return such | 
items with rejection slip attached in 
the following morning’s clearings 
and to so charge the recipient bank. | 
c. We, as a protective measure, 
have our returned-items tellers 
notify the bank involved by tele- | 
phone in case of hazardous items, | 
forgeries, or large amounts. 
In the above enumeration, we | 
have given the working mechanics 
of the system. The advantages are 
as follows: 
1. One posting by the bookkeep- 
ers daily in place of two under the | 
old system, wherein clearings and | 
in-mail were posted in the morning | 


; TO BANKS INTERESTED IN 
and counter work in the afternoon. 
2. The elimination of errors for | FOREIGN REMITTANCES 
the following reasons: 
a. Morning posting when the 
bookkeepers are fresh. 


b. No need for consolidation of | ILLIONS of dollars are now being sent to Europe 
figures from two postings. 


: | nerous Americans to assist needy relativ 

c. Fewer pick-up errors of old f by generous " a “ hater aad 
balance on ledger sheets, which al- friends. Based on experience after the last war, such remit- 
ways causes some trouble. tances will run into hundreds of millions annually—and 


: ae tee gg A your bank undoubtedly has customers who will require 
naturally s € 


the bookkeepers to normally finish this service. 
their day’s posting, including their It is not necessary for you to establish costly connections 


controls, and so forth, by 1:30 in the with foreign countries to render this service. Right here in 
afternoon, which releases them for Chicago, we have the necessary facilities to transmit funds 
assistance in other phases of the 


afternoon work (teller’s batches, to any country by mail, airmail or cable at a moderate cost. 





and so forth). In large banks where We will supply the necessary forms, bearing the name of 


duties are entirely departmentalized | only your bank, and keep you fully posted. 
it could, of course, result in a reduc- 


tion of the number of bookkeepers Why not consult us now? We are ready to serve you. 
needed. 
Summing up the entire situation, 


under the system herein set out, we | AMERICAN NATIONAL BANK 
are convinced that it is a much more | AND TRUST COMPANY 


effective operating method than 
formerly employed and, secondly, OF CHICAGO 
we do not recognize that any undue _—~—””—S*R SALLE STREET. 
hazards exist due to the late return 
of clearing items.—D. H. Hopkins, 
manager, Bank of America, Watson- 
ville, California. 


LA SALLE STREET AT WASHINGTON 
Member Federal Deposit S Insurance Corporation 


SUC ine es f TO a Se BUSINESS 


Articles Better Than Ever | — =< nee ee ee 





I have advised you several times | 
previously how regularly I read | 
your magazine with great interest, | 
and your articles in recent months 
have been even better than they 
have in the past. 
Now that the war is over I hope | | 
it won’t be long before we can have | [| q Folders, blotters, 


‘ \f 
A. B. A. meetings to give us an | | statement inserts, credit we | 
opportunity to get together for an , 4 V 4 cTO RY 


cards and other material. 


occasional visit—Frank P, Powers 4 Wri . 
. , rite for samples and prices. i ) A 
president, Kanabec State Bank, é . 3 i mt 


imxz- The MeCULLOUGH C0. % J) SQM 
| 


Property is individual and, there- a 32 EAST GEORGIA STREET 
fore, it cannot be accurately ap- a as 4, en 
praised by rigid rules. 
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Depositors’ Checks Imprinted 
While They Wait 


The Bankers Development Cor- 
poration now supplies equipment to 
banks using imprinted Thrifti- 
Checks so that, before the customer 
leaves the bank after opening an 
account, he is presented with a book 
of checks with his name imprinted 
on each one. 

It is easy to understand what an 
impression this makes on the new 
depositor. Also, it is easy to under- 
stand how the bank benefits by hav- 
ing the checks of all new depositors 
printed with the account name so 
that sorters do not need to try to 
decipher new signatures. 

For the same reason, banks bene- 
fit from using this same printing 
equipment to imprint deposit slips 
which are given to new customers 
at the time they open an account. 

Complete info*mation regarding 
this equipment may be had by ad- 
dressing Bankers Development Cor- 
poration, 31 Nassau Street, New 
York 5, New York. 


Check What You Need And Mail This Form 


1. Accounting Forms 
2. Accounting Machines 
3. Addressing Machines 

. Architects and Builders 


. Bandit Resisting Enclosures 


and Alarm Systems 
. Bank Building Fixtures 
. Bank Directories 
. Banking by Mail Envelopes 
. Binders, C 
Ledger 
10. Bronze and Brass Signs 
11. Calculating Machines 
12. Calculating Machine Desks 
13. Chairs, Posture, Office 
14. Changeable Signs 
5. Checks 
57 Check Book Covers 


7. Check Cance''ing Perforators 


. Check Files 

. Check Protectors 

. Check Signers 

. Check Sorters 

. Check Sorting Trays 
. Christmas Savings 

. Coin Bags and Boxes 
. Coin Changers 


. Coin Counting and Packaging 


Machines 
. Coin Envelopes 
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eck, Bookkeeping, 


28. Coin Sorting 
Machines 


and Counting 57. Pay Roll Checks, Envelopes 
58. Personalized Checks 


. Coin and Currency Trays > Personal Loan Advertising 


. Coin Wrappers 
. Coupon Books 


. Currency Straps, Envelopes 
. Dating Machines and Stamps 62. Pho’ 
34. Deposit Ticket Fi 


. Desk Pen Sets 
. Duplicators 
. Electric Signs 


. Expanding Filing Envelopes 


. Expanding Mai 
40. Filing Cabinets 
. Filing Systems 


. Forms, One-Time Carbon 
. Forms, Continuous 


. Glass Signs 


. Personal Loan Collection 
Envelopes 
. Personal Loan Systems 
= Bank Systems 
. Proof Machines 
. Rubber Stamps 
. Safes, Fire and Burglar-Pruot 
. Safe Deposit Boxes 
. Safe Deposit Records 
. Safety Paper Suppliers 
. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 
1. Seals, Coin Bag 
72. Seals,Cor; “i Notary, etc. 
73. Stamp A 


Files 


ling Envelopes 


. Honor Roll Placques 74. Storage Files 
46. Inter-Office Communicating 75. Time and Delayed Time Locks 


Systems 


76. Time Stamps 


. Interest Calculators 77. Travelers Checks 


78. Typewriters 


. Lamps 
L Lighting Systems, Fluorescent 79. Typewriter Stands 


. Maps 
. Metered Mail Systems 


. Money Orders 


. Name Plates and Desk Signs 


|. Night Deposito: 


. Night Depository Bags 
Books 


80. Vaults 

81. Vault Equipment 

82. Visible Records 

ries . War Bond Safekeeping 
Systems 

. Window and Lobby Displays 


Rand McNally and Co., 536 So. Clark St., Chicago 5, Ill. 


Please have buying information sent us on the items checked above. 


Fluorescent Fixtures— 
Recessed Into Ceiling 
Hinged For Easy Servicing 


A new type of fluorescent fixture 
is designed to solve both the prob- 
lem of architectural harmony in a 
lighting plan and that of easy serv- 
ice in cleaning and replacing lamps. 

The new WILEY “Recessed Trof- 
fer” Fixture is designed to fit in as 
little as 7-inch space between the 
true ceiling and the false ceiling 


into which fixtures are recessed. It 
is equipped with the Wiley E-Z 
Servicer so that the glass shield or 
louver may be opened, or removed 
altogether, simply by raising one 
side, sliding the shield over and 
dropping the low side. One man 
with no tools can clean or change 
the tubes without assistance. In ad- 
dition, the top of the reflector is 
also easily removable so that wiring 
and ballasts may be reached with- 
out taking down the fixture. 

It fits into a ceiling opening of 
12 inches x 48 inches. It is made for 
both individual installation or con- 
tinuous runs in open, louvered or 
ribbed glass models for 2, 3 or 4, 
40-watt lamps with instant start or 
starter ballasts. It is welded steel 
construction with inside reflector 
and louvers finished in 85% reflec- 
tion polymerized white, infra- red 
baked at 300 degrees. It is the prod- 
uct of R. & W. Wiley, Inc., 129 Dear- 
born Street, Buffalo 7, N. Y. 


How To Cut Postage Costs 
50% On Past-Due Notice 
Mailings 


A saving of 50% in postage, plus 
proportionate savings in stationery, 
stenographic, and clerical costs are 
now available to banks who lend 
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money on the installment plan. 
These savings are made possible 
through the use of a simple, “all- 
in-one” form, which combines in 
one piece, an outgoing envelope, a 
delinquent notice, and a return 
envelope. Instead of dictating a 
special letter to a delinquent, or 
having a typist fill-in a multi- 
graphed form letter with date, 
name, address, amount and date 
due, then insert it with a return 
envelope into a regular mailing 
envelope requiring 3 cents postage, 
this special notice form need only 
be addressed, sealed and then 
stamped with a 1% cent stamp. 
Printed to order with any mes- 
sage desired, Multi-Purpose envel- 
opes fill a long-felt need. They save 
time in getting out past-due 
notices, their novel form of self- 
attached return envelope brings 
in payments on over-due loans 
quickly, and they make for lower 
operating costs and smoother bank 
operation. Further information, 
sample and prices will be furnished 
by Multi-Purpose Envelope Co., 48 
West 22nd St., New York 10, N. Y. 


For The Proof Department 
In Banks 


In 1936 The National Cash Regis- 
ter Company introduced to the 
banking field a machine specially 


designed for handling the work in 
the Proof Department. This machine 
was very favorably received. How- 
ever, certain recommendations and 
Suggestions were made by banks 
which they felt would, if adopted, 
increase the efficiency of the ma- 
chine. 

National turned these suggestions 
over to engineers for mechanical 
development and adaptation to the 
Central Control Proof Machine. This 
resulted in the perfection of the new 
machine for handling proof work. 

This new machine is now ready 
for presentation to the banking field. 
It has all the good features of the 
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first machine, plus shutter-directed 
item sort, multiple tapes, and “Lock 
Proof” for the detection of errors in 
addition on the deposit tickets, or in 
recording amounts. 


The payment of interest on funds 
which produce no income for the 
bank is an indefensible method of 
giving money away. 


“When we stepped out alone 
making charges for services, our 
competitors followed,” a banker in 
Washington says. 


%& HISTORICAL NOTE 


Over 1,000 buildings destroyed 
. . « Our store in very center of 
vost conflagration . . . heat so 
intense workmen unable to ap- 
prooch our Herring sofe for two 
days after fire . . . ENTIRE 
CONTENTS SAVED! 

WILLIAM WALLACE'S SONS 

Richmond, Vo. 

Moy 15, 1865 


Overtime Now Rare 

We have been operating under 
the delayed posting system for the 
past several years, and our local 
clearing house rule permits us to 
return the dishonored items any 
time until noon the following day. 

We have not been able to benefit 
by reducing the number of persons 
working on the posting machines, 
but it has permitted us to allocate 
our work so that we run into very 
little overtime.—A. A. Mayer, cash- 
ier, Dakota National Bank and Trust 


Co., Bismarck, N. Dak. 


THE H-H-M TRADITION OF 
LEADERSHIP IS BASED ON 


PROVEN PERFORMANCE 


Draw a line around the equator. 


Circumscribe the 


opposing Arctic zones. Wherever commerce, industry, 
education have combined to create the need for pro- 
fection against fire or human avarice, the good 
name HERRING-HALL-MARVIN will be found on the 
name plate of the world's best Safes, Vaults, Vault 
Doors, Metal Cabinets and other protective devices 
that men must rely upon to safeguard their valu- 
ables and retain their peace of mind. 


IN PREPARATION: ‘‘Progress in Protection."’ 
An illustrated history of devices men have 
used to protect their valuables from the cove 


moan era to the present. 
bonkers, 
serve (by letter) your copy now. 


orchitects, 


HERRING-HALL 


Limited edition. For 
executives. Please re- 
Gratis. 


-MARVIN SAFE CO. 


ffices Hamilton. O 


BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 
OTHER AGENCIES ALL OVER THE WORLD 


MANUFACTURERS OF BANK VAULT EQUIPMENT 
SAFE DEPOSIT BOXES 


BUILDERS OF THE UWMITED STATES 


BANK COUNTERS 
NIGHT DEPOSITORIES 
SILVER STORAGE VAULTS—WEST POINT MILITARY RESERVATION 


TELLERS’ BUSES AND LOCKERS 
BANK AND OFFICE SAFES 





THIS IS 


| Advertising Projection Clock Used By Banks 


Thrilli Check 


SERVICE 


The ThriftiCheck (pay-as-you-go) 
checking account plan is custom-made 
for modern banks everywhere—as 
shown by successful installations in 
banks with $400,000,000 total assets to 
those with $2,000,000. 

In every city it is exclusive with our 
client bank, and has been carefully 
worked out to meet the exact needs 
of this bank. 


Bank makes no cash outlay for 
supplies or advertising 
material. 


The bank makes no investment for the 
ThriftiCheck plan and pays no royalty. 
We are paid by the bank only as it suc- 
ceeds and out of the success attained. 
At our own expense we install our com- 
plete ThriftiCheck system, including 
checks, check covers, all forms, ledger 
sheets, deposit slips, etc. 

Without charge we furnish mats for 
newspaper advertisements, completed 
folders, lobby displays and counter 
cards; and offer layouts, art work and 
suggestions for car cards, billboards 
and displays. 


Sale of the check book now 
tested and proved. 


This plan offers direct benefits to both 
bank and depositors, does away with 
customer controversies—and thus devel- 
ops good will in public relations. 

It insures low acquisition cost and pro- 
duces profitable high account volume. 


ThriftiCheck attracts new 
customers. 


They like the standard style checks 
without identifying account numbers; 
their names printed on every check, 
and their immediate delivery; and the 
attractive checkbook covers. 

They appreciate the elimination of 
charge per check paid or charges per 
items deposited. 

We are ready to show you how 
ThriftiCheck creates new customers for 
every department of the bank. 


BANKERS DEVELOPMENT 
CORPORATION 
31 Nassau St., New York 5, N. Y. 
Telephone REctor 2-7580 


| projects 
| might wish to give to the general 





Many banks have found it well 
worth while to use a novelty zlock, 
which not only projects the time 
onto the sidewalk, onto the wall, or 
onto some other unexpected place 
inside or outside the bank, but also 
any message the bank 


public. 

The projection clock is operated 
by two telechron motors, One motor 
is used to operate the time which is 
wired to run continuously. The other 
motor operates a rotating slide car- 
rier which automatically changes 
the twelve advertising slides at 
twelve-second intervals. 

The slide carrier can be manually 
controlled by turning on and off a 
switch on the projection clock. The 


The Same Bookkeepers 
Handle Twice As Many 
| Accounts 


In Minot, North Dakota, we have 


| three banks and the delayed post- 


ing was adopted by the Clearing 


| House Association about two years 


ago. 
We report a favorable reply to 


| this system. We do not have fewer 
| bookkeepers under this system but 
| the same number of bookkeepers 
| are handling again as many accounts 
| as we had under the old system. 
| Our deposits have been more than 


lamp may be turned off without 
interfering with the operation of the 
slide carrier or the time feature. The 
slide carrier can be removed and the 
slides replaced as desired. 

Projecting from within, at a dis- 
tance of two feet makes about a 
15-inch diameter picture on a 
frosted screen hanging in a window, 
day and night. If the frosted screen 
was removed at night, flashing this 
short focal lens through the window 
to a building across the street you 
would get about a 25-foot diameter 
projection. 

More information regarding this 
useful device may be obtained from 
the manufacturer, Fred R. Kalck 
Co., 4932 Chestnut Street, Phila- 
delphia 39, Pennsylvania. 


doubled in the past two years and 
we have the same number of em- 
ployees as we had two years ago. 
When we receive checks through 
clearings and cash letters from 
corresponding banks the items are 
inspected for signature, endorse- 
ment, and so forth. If checks are not 
in order for a reason other than not- 
sufficient-funds, they are returned 
the same day as they arrived in the 
bank. All checks in amounts over 
$500 are spotted to make certain 
that funds are available. This limits 
the checks that are delayed to not- 
sufficient-fund items in amounts 
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below $500. We have no record of 
anyone being inconvenienced by this 
system.—R. B. Will, assistant cash- 
ier, American State Bank of Minot, 
Minot, No. Dak. 


We Keep Supplies Of Checks 
In All Stores 


We strive to discourage over- 
drafts on the part of our customers 
and checks which are not paid are 
returned and the customer’s account 
is charged 25 cents as a “Return 
Check Charge.” 

There have been occasions where 
we have written a special letter to 
a person who has made a habit of 
overdrawing his account and, if this 
fails to eliminate such practice, he 
is asked to either close his account 
or we mail a check for his remain- 
ing balance. We have no set rule as 
to the number of times a customer 
may overdraw or to the extent of 
his overdraft before action is taken. 

There are some customers whose 
financial status is such that we pay 
their checks even when an overdraft 
is created. In this instance, we either 
contact them by telephone or mail 
them our usual overdraft notice. 

We have not adopted any partic- 
ular policy with reference to making 
it difficult for anyone to secure 
blank checks other than those cus- 
tomers who maintain accounts, and 
counter -checks are available in our 
lobby at all times. 

We believe it to be a service to 
our customers to have our checks 
distributed to all local business 
houses and periodically we have 
made it a practice to have our 
counter checks distributed through- 
out the business district by some of 
our personnel. 

It is a frequent custom for our 
depositors to change a check drawn 
on a competitive bank when our 
checks are not available for their 
use. We believe that a crook will 
secure a blank check if he chooses 


a particular bank upon which he | 
wishes to issue checks and to this | 


extent we would hinder our cus- 
tomers by not making our checks 
available for their use. 

Perhaps more stringent laws are 
necessary 
issuance of bad checks and we be- 
lieve that sufficient law enforcement 
officers should be assigned to appre- 
hend the professional crook.—F. M. 
Baker, assistant vice president, The 
Idaho First National Bank, Boise, 
Idaho. 


Use both sides of the paper for 
figuring. 
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in connection with the | 
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Produce. 


FASTER— 


Management will soon face the prob- 
lem of maintaining high level “take 
home pay” for the shorter work week. 
If unit costs are to be kept down a 
new type of “speed-up” is called for, 
with emphasis on how to produce 
easier rather than faster. 


Whether we are responsible for the 
flow of checks thru a bank, or jobs 
thru a factory, our task will be to 
simplify and streamline each opera- 
tion so that the work is done with a 
minimum amount of effort. We must 
provide tools, methods, surroundings 
and working accessories so perfect 
that more and better performance can 
be obtained—easier. 


EASIER 


So, in the case of bank checks, the 
printed name of the customer is easier 
to read than his signature. As these 
imprinted checks pass thru the hands 
of operating people they will be 
sorted and filed more swiftly, more 
accurately —easier. 


Whether you wish to sell Personalized 
Checks to those of your customers 
who prefer individuality and who are 
willing to pay the small cost, or whether 
you want to make them available to 
everyone, DeLuxe has a package that 
will meet your needs. Whether you 
want one order of 200 checks for $1.25, 
or one thousand such orders, DeLuxe 
would like to handle the assignment. 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 





Make More | 
MORTGAGE 
LOANS 


New bank advertising service @ 
Human interest photos @ 100% 
attention getter @ Write for FREE 
proofs @ No obligations 


Eye*Catohers, 12 E. 38th St., N.Y. 


on Sok mm G2 - 


CLEANS TYPE INSTANTLY 


ORDER FROM YOUR STATIONER 
> OR TYPEWRITER SUPPLY DEALER 


THE GLAROTYPE CO., INC.? 
261-BX Broadway, New York 7, N.Y.; 





Since 1896 
A Complete Line of 
- MONEY WRAPPERS - 


STANDARD PAPER GOODS ‘cc 
WORCESTER 8. MASS. 


% INTEREST TABLES 
OF EVERY KIND 


Universal, E-Z, Robinsonian, 
PDQ, IXL. Standard and 


Star, Simplex, 
others. Order direct 


from largest publisher and supplier of banking 
interest tables. 


TWENTIETH CENTURY CO. 


542 $. Dearborn St., Dept. 2, Chicago 5, #1. 





ALL-STEEL COMBINATION TRAYS AND CABINETS 


Easily carried. Holds all five 
denominations in one tray. 
Enameled Olive Green Color. 
No Covers Furnished. 


No. 317% inches wide, 10 inches high, 4 
$9.00 each 


Holds $29.50 in pennies, $100.00 in 
nickels, $300.00 in dimes, $300.00 in 
quarters, $280.00 in halves. 


No. 3 Combination Coin Cabinets. 


ABBOTT COIN COUNTER CO., 143rd St. & Wales Ave., New York 54, N. Y. 





Now Available 
in STEEL! 


Wardrobe and Locker Racks, 
that save floor space(accom- 
modate 3 persons per sq. ft.). 
Keep wraps aired, dry and 
“in press”. 6 and 12 place 
costumers that will not tip 
over. Modern in designs and 
finish. Portable and Station- 
ary Racks for industrial or 
institution check rooms. 


Write for Bulletin G-23 


ii a 


VOGEL-PETERSON COMPANY 
“The Coat Rack People” 
624 S. Michigan Avenue 





For any make 
of typewriter 


Cost You Less Through 
Burroughs Discount Purchase Plans 


Burroughs ribbons are manufactured from 
fine fabrics and inks, to exacting specifi- 
cations determined by Burroughs’ years of 
experience in the business machine field. 
A range of colors and color combinations 
for ali makes of typewriters, as well as 
for other types of business machines. 
Save 10% to 40% on your various ribbon 
costs through Burroughs Discount Purchase 
Plans. Call your local Burroughs office for 
complete details, or write Burroughs Adding 
Machine Company. Detroit 32. Michigan. 


Burroughs 


SUPPLIES FOR BUSINESS MACHINES 


Chicago 5, Ill. 


Steel Stools Now Available 


Steel stools, available in five 
heights and 40 models, which have 
a diversity of uses, are now being 

marketed by 
Lyon Metal Prod- 
ucts, Inc., Aurora, 
Illinois, it is an- 
nounced. 

The 80 models, 
the Company as- 
serts, which have 
been designed 
from a_ physio- 
logical standpoint 
to meet every 
posture need in 
busy banks, aid 
materially in in- 
creasingemployee 
efficiency by re- 
ducing fatigue. 

The 26-inch stool is pictured here. 
It is equipped with an adjustable 
back and pressed wood seat (over 
steel) and steel feet. The back sup- 
port may be attached to all models. 

This stool has innumerable fea- 
tures, including all-welded, non- 
breakable construction; unusually 
large, comfortable 14-inch wide 
seat, with rounded corners; strong 
channel brace which provides a 
comfortable foot rest located at a 
uniform distance below the seat 
from all heights; steel glide type 
feet and long life pressed wood seat 
applied over steel for strength. 


Printers Should Be Told To 
Refer Orders For Checks 
To The Bank Involved 


A very large percentage of checks 
is, of course, ordered directly by 
banks. A number of large lithogra- 
phers also solicit business directly 
from large industries, generally on 
the basis that they have a product 
superior to any ordinarily offered 
by banks, 

I have contacted two of the best 
printers of checks in Boston, and 
both state that it is indeed rare to 
receive an order directly from a 
customer other than a bank—so 
rare, in fact, that it arouses a ques- 
tion as to why. Both of these com- 
panies state that, in such instances, 
they would always contact the 
drawee bank named, to determine 
the legitimacy and accuracy of the 
checks being ordered. 

While it may not be too difficult 
to reach many smail printers, there 
is considerable question as to how 
effective such notification would be. 
So far as I know, the Massachusetts 


| Bankers Association, nor any other 


organized banking group in this 
vicinity, has not taken any steps to 
acquaint all printers with the poten- 
tial danger that exists in printing 
checks which may not be for legit- 
imate use. It may be possible to 
develop a plan which would largely 
do away with the printing of checks 
except under bank authorization, if 
the individual states adopted laws 
providing heavy penalties in cases 
of violation. It seems unlikely, how- 
ever, that such laws would be uni- 
versally enacted. 

There are many large business 
concerns who design and purchase 
and actually pay for the checks they 
use. It may be possible to develop a 
policy among bankers to require 
that all checks drawn on the bank 
be purchased only under the bank’s 
authorization. This may, of course, 
have a tendency to suggest that 
banks pay for these checks if such 
a policy were adopted. 

I am not aware of many instances 
where fraudulent checks have 
caused substantial losses in this 
area. I believe there have been more 
instances of using stolen checks 
which are genuine. The possibility 
exists, of course, and nothing but 
good can come of any publicity your 
magazine will give to the subject. 

The campaign recently carried on 
by the Federal Bureau of Investiga- 
tion relating to the encashment of 
checks, featuring “Know Your En- 
dorser—Require Identification,” has 
done much to discourage the fraud- 
ulent use of checks; and, while the 
crook will always find new oppor- 
tunities, certainly bankers should 
do all they can to make it more and 
more difficult for the crooks to 
operate.—William Petersen, vice 
president, The First National Bank 
of Boston, Boston, Mass. 


The chief use which I make of the 
Bankers Monthly Quiz is in the 
preparation of discussion and test 
questions in the class in Banking 
Fundamentals which I conduct for 
the Youngstown Chapter of the 
American Institute of Banking.— 
A. I. Kidston, vice president, The 
City Trust & Savings Bank, Youngs- 
town, Ohio. 


Stop payment orders present one 
of the greatest risks which arise in 
the handling of a customer’s ac- 
count, and it is very important that 
they be properly handled. 


Do you conduct a safe deposit 
business, no matter how small, 
without having your customers sign 
a lease or contract? 
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No. 943 


| AT LAST! AVAILABLE NOW! | 


These sturdy heavy duty bond boxes are 
earning money for banks. They make it | 
suede for banks to please their customers 
ond to serve the safekeeping needs of their 
depositors even though al safe deposit || 
boxes are taken. Banks that have a safe | 
|| deposit waiting list can now take care of 
| applicants, 

| Made of strong 20 gauge steel, dark green || 
|| finish and expertly welded. Convenient han- 
| dle, smooth rounded corners. Equipped with 

lock and two keys. 

The dimensions of this box are 9% long, 
|) 42” wide and 34%” high. Sturdy construc- || 
| tion guarantees a lifetime of wear. 
| We have only a limited supply of these 
|| boxes so place your order now. It will be | 
| quite some time before more are available. 


PRICE $2.00 EACH 


Terms: F.O.B. New York, N. Y. 


HEDENKAMP & COMPANY 


Bank and Office Supplies 
343Broadway,Dept.B-10,NewYork13,N.Y. | 

















Which Telephone 
Problem Is Yours? 


HE telephone is considered an indispensable facility 


in business, yet certain problems arise in its use | 


which are inevitable. For example: The practice of per- 
mitting phone talk to be overheard by visitors, or by 


personnel not concerned, leads to confidential matters | 


becoming public property. Business leaks or personal 
embarrassment frequently result. This can be avoided 
by the use of the phone silencer. 

It is well known that the noise level in an office affects 
efficiency, inasmuch as it increases nervous tension and 
fatigue. Nothing is more disturbing than phone talk. 


It adds to the noise level, but more than that its word 
content is provocative of attention, and so arrests con- 
centration on the task, dictation, or conference, as | 


nothing else does. This can be avoided by the use of 
the phone silencer. 


Is your problem improving phone hearing midst sur- 


rounding noises? There is only one way this can be | 
accomplished, and that is by keeping surrounding noises | 


out of the transmitter and off the wire, so that the 
incoming voice is more domi- 
nant over these noises. A phone 
silencer does this. 

For more detailed 
information on solv- 
ing all three of these 
phone problems, write 
for Booklet B-1. Ifyou 
want to learn about 


the silencer’s applica- | 


tiontothe Dictaphone 
and Ediphone, this 
too is explained. Ad- 
dress — Hush-A- 
Phone Corp., 43 West 
6 St.. New York 
City 11. 


HUSH-A-PHONE 
A Phone Silencer 
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No Benefits From 
Quick Returns 


Our experience with the return of 
dishonored items the following day 
shows this system to be very prac- 
tical, inasmuch as it permits the 


| posting to be delayed until the fol- 


lowing morning and all items can 
then be posted at one time; thus 


| saving time, machines, and supplies. 


Also, when we formerly did our 
posting in the evening, it was at a 
time when we were considerably 
rushed and, of course, it is apparent 
that this goes for many inaccuracies. 


| Our posting is now done in the 
| morning at a time when our book- 


keepers heretofore had virtually 
nothing to do and thereby are able 
to spread out this work. 

We also have eliminated a diffi- 


culty which arises in tellers paying 


a check against the balance and then 
later find that a check had come in 
through the mail or clearings that 
had either closed the account or not 
enough funds were left to pay the 
item that the teller had cashed. 

We firmly believe that any bank 
or clearing house that adopts the 
system of delaying the returning of 
dishonored items would definitely 
not consider going back to the 
former method and we know of no 
benefits that have been derived 
from the quick return.—Vernon 
Rice, cashier, The Commercial Na- 
tional Bank, Grand Island, Nebr. 


One Posting Machine 
Eliminated 


Since we have been allowed to 
return dishonored items the follow- 
ing day instead of on the same day 
received, we have saved some time 
in our bookkeeping department. It 
has saved time for the person who 
makes the decision relative to re- 
turning the checks. The checks are 
handled quicker and more efficient- 
ly when returned the following 
morning. 

We now use only three posting 


| machines instead of four which we 


used in dual posting. 
We find that it is necessary to post 
two days work on the last day of 


| the month and that the bookkeepers 
| cannot have all of the new state- 


ments ready to pull for the next 
morning So we pull part of our 
statements the night of the last day 
of the month and part of them at 
7:00 A. M. the following morning 


| of the first day of the month.—B. M. 


Hayden, assistant cashier, American 


| National Bank, Hutchinson, Kans. 


| 


570 Broadway 


Government Relaxes 
Restrictions on 


: BRON 7 PLAQUES 
. wae 


& SIGNS 
Once again, Bronze Tablet Head- 
quarters" can supply Honor Roil 
Plaques, Bank Signs and Desk 
Signs of gleaming, everlasting solid 
Bronze! Write today for illustrated 
Catalog BM, showing many styles 
available; Pre-View sketch sent FREE 
—send approximate dimensions. 


UNITED STATES BRONZE 
SIGN CO. INC. 


New York 12, N. Y. 


No Mistakes Possible 


when coins are wrapped in 


‘STEE:- &<trRONG 
Automatic 
COIN WRAPPERS 


- 


Patented Red-Bordered 
Windows Show the Total 
Amount and Denomina- 
tion of Contents —‘‘give 
ease of visibility”. 


HIS famous, patented “’Steel-Strong” Coin 

Wrapper has imitators, but it cannot be 
duplicated. Only the precision machinery 
specially created by “Steel-Strong”, to print 
and punch with perfect accuracy, gives you 
complete protection. No wonder “Steel- 
Strong” is the largest-selling window wrap- 
per in America! Wraps all coins from Ic to $1. 


Free Samples 
Write today, to Dept. A 


The C. Le DOWNEY Company 


HANNIBAL, MISSOURI 


Worldi La ayes M fr4 of Can i rappers 





Mercantile-Commerce Sends 
Officers To England 


J. M. O. Monasterio, vice presi- 
dent of Mercantiie-Commerce Bank 
and Trust Company, St. Louis, has 
been appointed by Mayor Henry J. 
Kaufman of St. Louis to examine 
first-hand England’s plans for re- 
building bomb-devastated and slum 
areas, as a means of gathering 
more information for St. Louis’ 
slum clearance program. 

Mr. Monasterio is now in Eng- 
land with W. L. Hemingway, pres- 
ident of the bank, who is a delegate 
to a meeting of the International 
Chamber of Commerce Council of 
London. 

As a representative of Mayor 
Kaufman, who recently named an 
Anti-Slum Commission, Monasterio 
will investigate what London and 
other cities are doing and plan to 
do about housing. With much of 
London wiped out by bombings, 
much planning and some construc- 
tion already have been done, and 
it is believed St. Louis could gather 
valuable information for its own 
program. 


New President For United 
Bank Of St. Louis 


John W. Minton, who recently 
resigned as first vice president of 
the National Stockyards National 
Bank was elected president of 
United Bank and Trust Co. of St. 
Louis, succeeding Edwin T. Murray. 





Stout Is New Vice 
President Of Industrial 
Bank Of St. Louis 


Richard H. Stout, president of the 
Morris Plan Bankers Association 
with headquarters in Washington, 
D. C., will join Industrial Bank of 
St. Louis on Oc- 
tober 1, 1945, as 
vice president in 
charge of Con- 
sumer Credit Re- 
lations, according 
to an announce- 
ment by Arthur 
Blumeyer, presi- 
dent. 

Starting in the 
banking business 
with the Louis- 
ville Trust Com- 
pany in 1923, Stout joined the Mor- 
ris Plan Bank of Louisville three 
years later, and became connected 
with the Association he now heads 
in 1938. 


Richard Stout 


Effective co-ordination 


of all departments assures rapid, efficient han- 


dling of every type of banking transaction. You 


are invited to nse any or all of our facilities. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


Auditors’ Association Has 
Director Of Research 


Appointment of Alvin J. Vogel as 
secretary to the research commitee 
of the National Association of Bank 
Auditors and.Comptrollers is an- 
nounced by the 
Association’s 
president, John 
C. Shea. Mr. Shea 
is assistant vice 
president of the 
Whitney National 
Bank, New Or- 
leans, La. 

Alvin J. Vogel 
recently resigned 
his position as 
assistant cashier 
of the Lake Shore 
National Bank of Chicago, and took 
up his new duties in the Associa- 
tion headquarters’ office at Chicago 
on August 6th. 


Mr. Vogel hac been with the 
Lake Shore National Bank since 
1925, where he managed several 
operating departments and special- 
ized in bank operations technique. 
He was a member of the bank’s 
operating committee and spent con- 
siderable time in developing and 
installing new systems. He is well 
known to Bankers Monthly readers 
because of the many practical arti- 
cles he has written for this maga- 
zine, 


Mr. Vogel’s work with N.A.B.A.C, 
will be to assist with, and coordi- 
nate, the work of the National Re- 
search Committee, headed by Ott- 
mar A. Waldow, comptroller, Na- 
tional Bank of Detroit. Work of the 
committee as presently outlined 
consists of one sub-committee to 
prepare a step-by-step cost account- 
ing procedure which individual 
banks both large and small can 
readily follow, leaving out any 
phases which may not be applicable 
to them. The study at present will 
cover commercial and savings de- 
partments, and eventually will be 
extended to trust departments. 
Harold Randall, vice president, First 
National Bank of Boston, will be 
chairman of the sub-committee 
making this study. 

Another project will be on the 
subject of accounting and auditing 
for small banks. O. B. Lovell, comp- 
troller, First National Bank, Madi- 
son, Wisconsin, will head this sub- 
committee. A third will study the 
original basis for F.D.I.C. assess- 
ments, and seek to determine 
whether changes are _ indicated. 
Chairman of this study will be 
William Widmayer, comptroller, 
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Alvin J. Vogel, 
Sec’y to Res. Comm., 
Nat'l Assn. of Bank 
Auditors & Comptrollers 
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Guaranty Trust Company of New 
York City. 

The Research Committee has also 
decided to establish at the head- 
quarters office a central file in which 
will be compiled material relating 
to operating procedures, for dis- 
semination to association members 
upon request, 

In addition, a separate reference 
file is to be set up on defalcations: 
how they occurred, how they were 
detected, and what preventive 
measures should be taken. Perti- 
nent ‘information of this nature 
which a _ sub-committee decides 
should be made available to the 
membership at large will be dis- 
tributed in confidential bulletin 
form. Chairman Waldow will direct 
this information. 


George Boyd Appointed 
Manager Of Bank And 
Insurance Department 
Remington Rand 


Remington Rand Inc. announces 
the appointment of Major George 
W. Boyd as manager of the Bank 
and Insurance Department, with 
headquarters in New York City. His 
responsibilities include the planning 
and direction of sales to banks, 
other financial institutions, and in- 
surance companies throughout the 
United ‘States, 

Prior to his Army service, he had 
been continuously associated with 
Remington Rand since 1920. He 
served as manager of the Portland, 
Oregon, branch and of the Bank 
and Insurance Department in the 
Los Angeles and New York City 
branches. 


Alvin G. Brush, chairman of the 
board of American Home Products 
Corporation, was elected to the 
board of directors of Manufacturers 
Trust Company, New York. 


Lt. Comdr. Douglas W. Potter, 
after serving three years in the 
United States Naval Reserve, has 
resumed his post as vice president 
of the First National Bank, Louis- 
ville, and was elected as a member 
of the board of directors. 


Russell F. Thomes has been ap- 
pointed treasurer of the Central 
Hanover Bank and Trust Co. of New 
York City to succeed Charles E. 
Sigler, who has retired. Mr. Thomes 
will continue as secretary of the 
bank, a position he has held since 
1936. 


October, 1945 


Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


Safe Employment 
for Reserve Funds 


EETING the short term investment 


needs of commercial and savings 


banks, insurance companies, industrial, 


railroad, utility corporations, monthly 
offerings of the Debentures are readily 


received. Purchasers of these joint and 


several obligations of the twelve issuing 


banks may thus earn a fair income on 


otherwise idle cash balances, with assur- 


ance of principal available on matu- 


rity dates selected. The Debentures also 


enjoy broad secondary marketability. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Further information may be obtained from 
CHARLES R. DUNN, Fiscal Agent 


31 NASSAU STREET 


New Vice President For 
National City 


Fred Windisch of Covington, Ky. 
has been appointed vice president 
of the National City Bank of New 
York City. 


Mr. Percy H. Johnston, Chairman 
of the Chemical Bank & Trust Com- 
pany, New York, announces that 
Major Harrison D. Blair of the Army 
Air Forces has received his honor- 
able discharge after three years’ 
service and has returned to his posi- 
tion as Assistant Vice President of 
the Bank. 


New Yorx 5, N. Y. 


Promotions At 
Bank Of America 


Return of S. C. Beise, executive 
vice president of the Bank of Amer- 
ica, from Southern California head- 
quarters of the bank in Los Angeles 
to the San Francisco Head Office, 
was announced today by board 
chairman A. J. Gock following a 
meeting of the bank’s board of 
directors. 

Beise, who is vice chairman of 
the bank’s managing committee, is 
also to become a member of the ad- 
visory council of the board of direc- 
tors, and will assume charge of 
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direct 

contact 

with every member 
of your staff! 


EXECUTONE speeds your voice to any de- 
partment of your business, and brings 
back an immediate response. You lift no 


receiver, twirl no dial! You just press | 


a button ...and talk! EXECUTONE elimi- 


nates the endless running back and forth | 


from one office to another. Reports are 
made—dquestions cisked and answered— 
without a person leaving his desk! 
EXECUTONE conserves energy, reduces er- 
rors, increases efficiency, helps every- 
body get more work done! ExECUTONE 
INTER-COM SYSTEMS are sales-engineered, 
installed, guaranteed and serviced by 
factory-trained specialists in principal 
cities. It will pay you to get the whole 


story. Fiil out and mail the coupon—now! | 


Aerie 


COMMUNICATION SYSTEMS 


For free booklet mail coupon today! 


SSCSSCSSSSSSSSSSSSSCESTEEESHEE EE ee eee eee 
EXECUTONE, INC. 
415 Lexington Ave., New York 17, N. Y. 
Please send frec booklet. K-22 


Name 


| 
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coordination of the bank’s adminis- 
trative departments. 


J. H. Rosenberg, heretofore vice | 


president and manager of Bank of 
America’s Los Angeles Main Office, 
has been advanced to the rank of 
executive vice president in Los 
Angeles. 

Chairman Gock announced fur- 
ther that E. A. Mattison, executive 


| vice president in charge of develop- 


ment of loan services of the bank, 
was elected to the advisory council 


of the board of directors. 


Hamilton National Has 
New President 


Howard P. Preston, first vice 
president of the Federal Reserve 


| Bank of Chicago, has been elected 


president of the Hamilton National 


| Bank of Knoxville, Tenn. C. M. 


Preston, his brother, who has been 
president of the Hamilton National, 
now becomes chairman of the board. 


Promotions At The Chase 


The Chase National Bank of New 
York has announced promotions on 
its official staff as follows: 

Ernest R. Keiter, James E. Scully 
and George F. Sloan as vice presi- 
dents of the Trust Department; 

Joseph E. Williams as second vice 
president and Frederick C. Miller 
as assistant cashier of the Trust De- 
partment; 

Henry Joseph Frank as assistant 
cashier in the Real Estate Mortgage 
Loan Department. 


Paul D. Williams, comptroller of 
the Corn Exchange National Bank 
and Trust Company, Philadelphia, 
has been elected National Secretary 
of the National Association of Bank 
Auditors and Comptrollers. He was 
Treasurer of the Association for the 
1944-1945 term. 


Promctions At The First 
Of St. Paul 


R. C. Lilly, who has been presi- 


dent of the First National Bank of 


St. Paul since 1918, has been elected 
chairman of the board and Julian 


| R. Baird has been elected president. 
| Philip L. Ray has been made chair- 
| man of the executive committee, a 


new position. 


Lieutenant Colonel Lanning Mac- 
farland, until recently Liaison Of- 
ficer with Tito’s guerrillas, has now 
returned to his duties as Vice Presi- 
dent, Banking Department, the 
Northern Trust Company, Chicago. 
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WHEREVER YOU GO 
BURROUGHS 
MACHI 
ARE GIVING 
SATISFACTION 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN . 


* 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES * NATIONWIDE MAINTENANCE SERVICE + BUSINESS MACHINE SUPPLIES 


as 


ij 


Mlustration shows an accounting office of Higgins Industries, Inc., New 
Orleans, Lovisiana—one of thousands of government, armed service and 
wor industry offices that have had need for greot quantities of figuring, 
@ccounting and stofistical machines in carrying out their wartime assignments. 
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